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The New Arbiter of Footwear Fashion 


The development of the Shoe Style Show as an 
arbiter of footwear fashion is comparatively of 
recent origin. Perhaps the first indication of the 
possibilities of the style show to convey a message 
of fashion in footwear developed with the modest 
show before the National Shoe Retailers’ Associa- 
tion in Chicago four years ago. 

The year 1921, with its first medley of style 
shows at Milwaukee in January and its great cir- 
cle of style shows the country over in July, shows 
what can be done as educational features in the 
development of style. A conservative estimate 
would put the costs of the style shows for the 
year 1921 at approximately $2,000,000. Your 
first thought on reading these figures naturally 
is “Is it worth it?” 

We will let President Burcher of the Richmond 
show give the answer: “Importance of the fash- 
ion show as a creator of business prestige cannot 
be over-estimated. Stamp any city the recog- 
nized arbiter of fashion for a group of states, 
and the people will always be glad to look to that 
city for leadership. The city where the latest 
styles and fashions are regularly and formally 
displayed will be the city which gets the lion’s 
share of the trade.” 

So far so good. But the real value of the style 
show goes further than the building of prestige 
for any one market. The style show serves as 
a broadening influence to the merchant who, in 
turn, interprets the styles for his community. 
The real lesson of the style show is its application 
to the merchandising of shoes in the merchant’s 
home community. If he leaves the market style 
show with the idea firmly fixed in his mind that 
fashion in footwear in his home town is something 
that he influences, then style shows are of national 
value. The merchant has no right to be timid on 
the subject of style before the local customer. He 
can speak with authority for the styles which he 
has so carefully selected. He should never forget 
that he is the determining factor in footwear 
fashion in his community. 


We expect to see miniature style shows all over 
the country as the opening feature of fall business 
with the merchant. This is the one big lesson 
that you can get from the semi-professional style 
shows conducted this mid-season. Do what George 
Peirce of Providence did to open the spring sea- 
son. He built a short runway over the tops of 
his fitting chairs and devoted one day to the 
showing of footwear fashions. Invitations were 
mailed to his customers and the store was packed 
from early morn till late at night. 

The one big reason why a little style show in 
your store, or even in the window itself, in Sep- 
tember would be most effective is because of this 
one fact: there is no logical opening date for the 
fall season ahead. It is not as if you had the 
opportunity of developing a High Shoe Day, 
for you have got to encourage your customer to 
buy straps and oxfords and low footwear, when 
in most cases the customer has just that type of 
footwear at home in her wardrobe. 

If you have visited one or more of the style 
shows this season you have learned how to handle 
a small proposition, for you have but to imitate, 
on a small scale, what you have seen. It is not 


‘expensive to hire a small orchestra, or to get 


models and costumes. A reciprocal arrangement 
with a women’s apparel store would be to your 
advantage. Why not use the idea of the style 
show for your opening gun of the fall season? 


A Flash of Style 


In the early days of the stitchdown, the cutout 
sandal, with its big scallops on the vamp, cross 
straps and front-line strap, buckle fastened, was 
nationally known as a beach shoe. Time and 
place have changed the style, so that to-day if you 
promenade along Fifth Avenue you will see san- 
dals of the new period. These new sandals, either 
in welts or turns, are of patent leather. The heel 
is never over one inch in height, and is of covered 
wood. The patent leather forepart and straps 
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have identically the same slashes and appearances 
of the beach sandal of childhood. 

Various terminologies are used for these nifty 
little sandals. Some stores call them “Sally San- 
dals,” others “Dolly Sandals” and still others 
“Toddle Sandals.” It is curious to note a rather 
large-sized woman of 160 pounds, with white rai- 
ment, white silk hose and these patent leather 
fragments just covering the sole. The sandals 
flashed on the New York market in June, and 
the majority of stores say that after a six weeks’ 
run their style life is done. Yet a merchant from 
Ohio sampled on these sandals with the intention 
of keeping them in mind for spring, 1922. New 
York may think that it developed this sandal 
flurry, but readers of the RECORDER will remem- 
ber that eight months ago Burns of Los Angeles 
originated the style. Thus it is that style swings 
around eccentric circles. When and how will the 
sandal reappear again? 


Great Credit to Brooklyn 


It is well to pin the medal of excellency upon 
a signal achievement. To Brooklyn goes the 
honors for brilliancy of style presentation this 
July. 

There is something about environment that 
makes for excellency. Take a handsome ballroom 
and a generosity of money, and the clever minds 
of shoe men will evolve a show that combines 
beautiful footwear, smart gowns, pretty women, 
splendid colors and much melody. 

Stores on Main Street the country over, who 
sent their buyers to the Brooklyn Style Show, 
perfected their study of ‘beauty in footwear. 
Every conceivable leather and material was 
shown ; every clever pattern and method of stitch- 
ing was used and color was blended with relation 
to the garments worn. So enthusiastic did the 
manufacturers become that it was reputed that 
some of the designs were created between the 
close of the evening show and the opening of 
the next afternoon’s performance. 

By that strange twist of fate, possible only in 
a big metropolitan hotel, the Christian Endeavor 
Society was conspicuous in the hotel lobby. Many 
of the young delegates to that society’s conven- 
tion wore button boots of the vintage of 1916. 
The showing of country shoes in the hotel lobby 
in C and E widths was a strange parallel on the 
4-B’s and 5-A’s promenading on the fashion run- 
way just one floor above. It seemed as if, under one 
roof, two poles of popular service were typified. 
What a remarkable picture it would have been 
to have had some of the country girls, in their 
red and white duck uniforms, marching parallel 
on the fashion runway with the young lady wear- 
ing the $2.500 cape, $600 gown and $80 shoes. 

The hapovy and wholesome middle course of 
service to the public ought to be encouraged. The 
extremes above mentioned are simply interesting 
extremes of popular wearing apparel; but both 
typify the range of service of the shoe merchants 
of America. In the one case, not enough shoe 
selling effort had been made by the merchant unon 
the voung people from back country. In the other 
case, the service rendered was typical of what 
is only within the reach of the very few. 
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Patent Leather 
Predominates 


In looking over the style presentations of the 
mid-season one notes patent leather in great de- 
mand. One also notes that, in the big style cities, 
patent leather is already a public favorite. On 
the hottest day in early July one store sold 300 
pairs, the majority of which were worn immedi- 
ately by the customer, who stepped out on the 
pavement registering over 100 degrees. That 
festive Congressman who fried an egg on the Capi- 
tol steps played but a companion trick to fashion- 
crazy women who think that furs and patent 
leather have a place in torrid weather. 

The patent leather of to-day is a much better 
article than that which usually bore the warning 
“Not guaranteed.” There is not the piping or 
crocking in modern patent leather that was com- 
mon a few years ago. The blistering of patent 
leather has been in a large measure corrected. 

The shiny leather is enjoying the sun of popu- 
larity these days because black is returning to 
favor. Shoemaking has increased in its efficiency 
and cutouts and stitchings and all sorts of fancy 
effects are now possible in patent leather. From 
present appearances black is good for fall, but 
patent is better, and, if it is stitched in contrast- 
ing threads, the style becomes the best bet of 
the season. 


Sell More Hosiery 


Many a merchant is doing sufficient hosiery 
business to pay the rent of his store on the profits 
thereon. It was not so many years ago when the 
unusual thing was to find a shoe store carrying 
hosiery. To-day practically every shoe store in 
the country does some business on hosiery. 

Some merchants find hosiery as easy to carry 
and to sell as the grocery man finds sugar salable 
and constant in demand. As Edward Neal of 
Warren, Ohio, puts it: “It is a nice game as 
far as I have gone. My customers can match 
hosiery to their shoes and both to their gowns. 
My findings business can never equal my hosiery 
opportunity, for even to-day in findings there is 
much ‘give-away’ merchandise.” 

If vou have never tried hosiery, or if you have 
any difficulties in running your hosiery counter, 
let us give you the best advice on your individual 
problem, for we have a hosiery expert on our 
staff, who for twenty years has studied silk, wool 
and lisle, full-fashioned, ribbed and plain, range 
of sizes and schedules of profit. He knows hosiery 
as you know shoes, and his skill is yours for the 
asking. 


SOMETHING NEW IN SOFT TOES 


One of the South Shore (Mass.) firms which has 
become well known in the sporting shoe trade has 
gained its reputation by putting an end toe box in 
all its golf and soft-toe shoes. They are getting the 
reputation of putting out a golf shoe that does not 
fall on the toes and annoy the wearer. Heretofore 
all manufacturers have made soft toes without a 
stiffener on the end to prevent the wrinkle due to 
strain of the pull over the end of the last. 
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Keep Your Eye 
on Congress for 
Legislation 
Affecting 


Merchandising 








THE RECORDER 
Maintains a 
Washington 

Bureau at 

816 Fifteenth 

Street, N.W. 








House of Representatives Passes Bill Designed to Increase 
Purchasing Power of Farmer — Merchants Report 
Steady Improvement in Volume of Business 


Washington, July 11.—Restoration of the purchas- 
ing power of the American farmer is of more than 
ordinary significance to the merchant. The purchas- 
ing power of the agricultural classes has shrunken 
greatly during the last two years. Calculated in 
terms of dollars, it would aggregate several billions. 
The Federal Government is cognizant of the basic 
facts and, under political pressure from the farmers’ 
organizations, is legislating to modify or correct a 
deplorable economic situation. 

The House has passed a bill giving the Farm Loan 
Banks additional working capital. It is a step toward 
relief of the farmer during a depression period. 


Buying Power to Be Stimulated 


Of interest to the retail merchant is the indication 
that financial assistance means 
the economic recovery of the ag- 


this country. Owing to unprecedented economic con- 
ditions, the purchasing power of the farmer is 37 per 
cent less than the average of the ten years prior and 
about 67 per cent under 1920. 

He sustained a fall of prices which could not be 
passed on. Liquidation has been slow and discour- 
aging and even now there are many instances wnere 
farmers cannot borrow on their stocks or sell them. 
Yet there is a tone of confidence everywhere that 
with crops good and the products on the move to 
market, the situation will right itself. 


Banks to Be More Helpful 


Governor Harding of the Federal Reserve Board 
is determined that banks shall be more help- 
ful to merchants and other 

business men than heretofore. 





ricultural workers and ultimate- 
ly renewed buying power. Offi- 
cials of farmer organizations 
have predicted to the BooT AND 
SHOE RECORDER that merchants 
would find business brisker 
in the fall if the steady move- 
ment of farm products to the 
market is not interrupted. They 
insist that the trying experi- hand. 
ence of the rural people of late 
has made them careful as to 
values and more discriminatory 
in their shopping. With all the 
signs pointing to bumper crops 
and liberalization of credit 
terms, there is every reason to 
believe that affairs will gradual- 
ly mend. 


Good Crops Will Help 


The potency of the farmer’s 
buying power may be readily 
reckoned from the fact that offi- 
cial census returns show that 
there are 6,449,242 farmers in 


formation.” 





OUR WASHINGTON 
SERVICE 


The RECORDER wants its sub- 
scribers to avail themselves of 
direct contact with economic or 
political information at first 


Through William L. Daley, 
our resident Washington repre- 
sentative, we extend to the trade 
a complete Washington service. 
Mr. Daley is a recognized au- 
thority on matters of a govern- 
mental nature and is conversant 
with “how and where to get in- 


This Service is established for 
RECORDER subscribers and is 
free. Write or wire William L. 
Daley, 816 Fifteenth St., N. W., 
Washington, D. C. 


It has been reported that banks, 
particularly in up-State cities of 
New York, have refused credits 
for legitimate business purposes 
and that business men are get- 
ting orders they cannot fill for 
lack of ready money. Firms 
who have been forced into dire 
straits because of this attitude 
have complained that bankers 
deposited the money in New 
York City and have loaned it 
where it brings interest as high, 
in some cases, as 20 per cent, 
which it is obviously impossible 
for a legitimate enterprise to 
pay. Though he doubts that any 
bank could obtain such exces- 
sive interest at this time, Gov- 
ernor Harding has asked the 
Governors of the Federal Re- 
serve Bank of New York to in- 
vestigate conditions. 

Governor Oldfield, Democrat, 
of Arkansas, has introduced a 
bill in the House which he 

















claims will benefit the small retail merchant. The 
amendment which he proposed to the Federal Reserve 
Act would prohibit banks from charging interest in 
excess of 1 per cent above the legitimate rate. An- 
other amendment would allow the small merchant hav- 
ing Liberty Bonds and no cash to obtain more cash 
than is possible under the present law. 


OLDFIELD BILL DOUBTFUL QUANTITY 


Hard Fight on Federal Reserve Amendments Make 
It Unlikely to Pass 


If the Oldfield plan prevailed in Congress, the 
merchant, it is contended, would be allowed to bor- 
row 80 per cent of the par value of the bonds at the 
regular discount rate with terms not less than 90 
days or more than one year, with the maximum 
amount fixed at $50,000. It is extremely doubtful 
whether this measure will receive favorable con- 
sideration in the Senate and House committees, be- 
cause amendments to the Federal Reserve Act are 
hard fought at this time. 
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. STEADY IMPROVEMENT REPORTED ae 


Retail shoe merchants in three Federal Reserve: 
districts, Philadelphia, St. Louis and Chicago, report 
a steady improvement in the volume of business, 
according to the monthly summary of trade condi- 
tions issued by the Federal Reserve Board. The 
export demand has not kept pace with domestic busi- 
ness. The demand for all upper leathers was well 
maintained during June. 

Manufacturers in the Philadelphia district have 
reported heavy sales and have been kept busy filling 
late spring orders, as the volume of spring business 
proved much larger than was expected. Many orders 
for the fall trade have been received from merchants, 
but jobbers are hesitant on account of their stock 
of staple goods. There is an increasing demand for 
black shoes and patent leathers in the Philadelphia 
district. Retail stocks in the St. Louis district have 
been greatly reduced, the Federal Reserve agents 
stated, and the consumers’ demand is greater than 
at any time since last summer. 











PREDICT FALL RECOVERY 


Retail and Wholesale Stocks Low; Manufacturers 
Look for Improved Conditions 


Washington, July 12.—Analysis of the employment 
situation by the United States Employment Service 
for June shows that the tendency is to count on im- 
provement in the retail trade by fall and a healthy, 
though not spectacular business revival by the spring 
of 1922. Though examination of the returns from 
Federal agents indicate a general dullness of the re- 
tail trade, manufacturers take a hopeful view of the 
outlook because of low stocks in the hands of mer- 
chants and jobbers. There is increased activity in 
the retail trade and in fact, the Federal agents re- 
port indicates that retail sales are about normal. In 
a number of cities in Southeastern, Southwestern, 





Middle West, West, North, Central States, the moun- 
tain district and in several points in the southern 
part of the New England district. 

The Federal Employment Service believes that: 
“Detailed examination of the present returns indi- 
cates clearly the fundamental causes of the pro- 
tracted industrial depression and the mounting tide 
of unemployment. Continued unsatisfactory condi- 
tions of transportation, with freight rates in many 
instances considered almost prohibitive; lack of any- 
thing like a normal foreign market; the present low 
value of farm produce; stagntaion in iron and steel; 
high costs of construction, and general dullness of 
the retail trade stand out prominently as leading 
factors in the situation.” 

In the Middle West the early fall is expected to 
witness general industrial improvement. 

















MAKING WINDOWS “NEWSY” 


Davenport Store Realizes Value of Timely Topics in 
Hype i tem Musical Shoe Window 


A most unusual display of shoes and one which 
brought forth considerable favorable comment was 
that in the window of the Ryburn and Lincoln Com- 
pany at Davenport, Iowa, 
recently. Before the public 
only a few days until it had 
won the reputation of “The 
Musical Shoe Window,” it 
‘ was received with much 
pleasure by the large num- 
ber of delegates who at- 
tended the biennial conven- 
tion of the National Federa- 
tion of Musical Clubs in 
Davenport. 

Not only was the window 
unusual from an artistic 
standpoint but was of ex- 
ceptional advertising value. 

The colors of the federa- 
tion, gold and blue, pre- 
dominated in a large paint- 
ed setting of a music room 








The Musical Shoe Window 





which made up the background. In front of these, 
and to either side, were pedestals bearing figures 
which piped merrily on instruments from which long 
streamers fell forth. These streamers, imprinted 
with bars of music, led to the shoes in the window, 
both men’s and women’s footwear being displayed. 

The shoe store responsible for the greeting to the 
musicians is operated by 
M. E. Ryburn and A. L. 
Lincoln. They also conduct 
a store at Freeport, IIl. 


Merchants, manufactur- 
ers and consumers will all be 
pleased with the new vogue 
for heels on women’s foot- 
wear. The trend toward 
distinctly lower heels espe- 
cially on lace oxfords, boots 
and heavy, welt sole strap 
pumps, leaves the high 
Louis heel almost exclusive- 
ly for its proper place— 
dress footwear. High heels 
were never made or intend- 
ed for general street wear. 





July 16, 1921 


BOOT AND SHOE RECORDER 


Survey of Brooklyn Styles 


Showing of Fine Footwear and Makers’ “One Best Bets” 


Most of the manufacturers showed a wide variety 
of styles on the runway, and in only a few cases did 
they adhere to any general well-defined trend. Many 
of the shoes were made obviously for display pur- 
poses only and lacked the practical features neces- 
sary for general selling. Following are some of the 
general tendencies shown by individual manufac- 
turers, together with their opinions of what will be 
the best-selling models for fall. 

Julius Grossman, Inc.—Showed heavy walking 
shoes, two-strap buckles, straight and wing-tip ox- 
fords in tan calf, gunmetal, Scotch and other grain 
leathers; plain opera patent pumps with fancy 
buckles, brocaded gold evening slippers. Idea of 
best sellers for fall—Plain and wing tip oxfords with 
14%-inch heel, and opera pumps, particularly in black 
patent. 

J. & T. Cousins Co.—Showed black kid, patent and 
satin models in strapped patterns largely. Idea of 
best sellers for fall—Plainer models in high-grade 
shoes. 

Algier Shoe Mfg. Co.—Showed largely strapped 
models, silver and gold evening slippers and plain 
oxfords. Idea of best sellers for fall—Straps and 
oxfords, particularly in black. 

Maetrich-Eyre & Co.—Showed wide variety of 
strapped patterns with shorter foreparts and lower 
heels, 14 and 15/8 heels predominating. Idea of 
best sellers for fall—Strapped and plain walking 
oxfords in tan and black. 

Degen & Lipp, Inc.—Showed largely strapped pat- 
terns, in one-, two- and three-strap models in patent, 
gunmetal and tan Russia calf. Idea of best sellers 
for fall—Largely one-strap patterns. 

William Henne & Co.—Showed many one-, two- 
and three-strap, center- and side-buckle patterns; 
12 and 14/8 heels. Also new moccasin model in 
variety of leathers with contrasting piping, turn and 
welt models. Idea of best sellers for fall—Combina- 
tion leather oxfords and one-strap models. 

Griffin-White Shoe Co.—Showed many three-strap 
turn pumps in patent, tan and kid, many beaded 
models; brocaded evening slippers. Idea of best sell- 
ers for fall—Strapped models. 

D. H. Chandler Shoe Co.—Showed one-strap pat- 
terns in Junior Louis heels, one- and two-strap pat- 
ent sandals with 11/8 covered heels, plain tailored 
oxfords. Idea of best sellers for fall—One-strap 
models with Junior Louis heels and plain tailored 
oxfords with 11/8 heel in tan calf and gunmetal. 

Dr. A. Posner Shoes, Inc.—Showed beige suede 
tops with Russia calf vamps, two-strap Russia 
pumps, black and white effects in children’s. Idea 
of best sellers for fall—All-white genuine buck 
shoes; 85 per cent lace; 90 per cent high shoes in 
misses. 

Bert E. Drake—Showed mostly straps. Also full 
English brogue in Scotch grain enamel with buck 
collar, short wing tip, 134 heel. Idea of best sellers 
for fall—EKight-eyelet oxford in two-tone effects. 
Black going strong. 

Horn Shoe Co.—Showed two-strap sandal with cut- 
out vamp, center buckles, 16/8 heel. Tan Russia 


calf, extreme sandal effect, lined in red, 10/8 heel. 
Idea of best sellers for fall—All low shoes, mostly 
in patent leather. 

Vogel-Miller Shoe Co.—Showed pebbled patent 
with white double stitching, five-eyelet lace oxford, 
10/8 military heel. Five-eyelet, flexible-shank oxford, 
shank hand sewed. Silver brocade and black satin 
combinations. 

Garside & Son—Showed both oxfords and straps 
in patent leather, with shorter vamps and lower 
heels. Patent leather going strong this fall. 

I. Miller & Sons, Inc.—Showed street shoes in pa- 
tent three-strap center buckles, semi-French last 
satin, silver and brocaded evening slippers, also for 
afternoon wear: Cuban heel welt, three-strap center 
buckle in dark gray buck with gun metal, shield top 
and heel foxing. Beaded one-strap slippers. 

Idea of best sellers for fall—three-strap center 
buckle, 14% Cuban, covered or leather heel, in patent, 
black satin and tan calf. 

Hanan & Son—Showed sandals and straps in black 
patent, 9/8 and 11/8 heels, brocades and satins in 
evening slippers and tan oxfords. Idea of best sel- 
lers for fall—patent, gun metal and medium tan calf 
in straps and oxfords. 

Kozak & McLaughlin, Inc——Showed largely 
strapped patterns—for evening brocades and satins 
with straps and two-inch heels; walking oxfords 
with 13%-inch heels. Idea of best sellers for fall— 
black in patents and satin and dark brown calf and 
kid. 

George W. Baker Shoe Co.—Showed strapped and 
plain walking oxfords. Idea of best sellers for fall— 
straps and oxfords in black and brown. 

J. J. Lattemann Shoe Mfg. Co.—Showed straps in 
patent, brown kid, tan Russia, metal cloth, brocades 
and beads in evening slippers. Idea of best sellers 
for fall—oxfords and one and two-strap welts with 
heels one to two inches. 

Pincus & Tobias, Inc.—Showed three-buckle straps, 
largely patents and skeletonized sandals. Idea of 
best sellers for fall—all novel styles, patents‘and ox- 
fords with Americanized French toe. 

R. H. Hoskins Co.—Showed welt strap walking 
models—black and various shades of tan in calf and 
00ze. 

John Cramer & Son.—Showed several styles chil- 
dren’s shoes. 

Morse & Burt Co.—Showed “Cantilever” shoes in 
plain oxford and sport types—children’s ‘“Cantilev- 
ers.” Idea of best sellers for fall—oxfords in brown 
calf and kid, black calf. 

Strassburger-Stiles, Inc—Showed one, two and 
three-strapped side and center buckles in black satin, 
patent and brown suede, baby Louis and broad wood- 
covered Cuben 10/8 heel. 

Andrew Geller.—Showed three-buckle straps with 
baby Louis, French and military heels, in black 
suede, satin, black kid and patent. Idea of best 
omere for fall—strapped models, preponderance of 

ack. 

Wishert & Gardiner featured two best bets—one a 


(Continued on page 39) 
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Brooklyn Startles "= 


the Shoe Style World 


July 16, 1921 


The Commodore Ballroom, a Flood of 
Color and Light, Is Setting for 
Premier Footwear Fashion Show 


From an artistic as well as a commercial stand- Black and _ lighter 








point, the first women’s shoe style show to be pre- 
sented by associated manufacturers in the Brooklyn 
district was a distinct success. The show was char- 
acterized as a semi-annual style exhibit and was 
presented at the Hotel Commodore, New York, on 
July 5, 6, 7 and 8, under the auspices of the Shoe 
Manufacturers’ Board of Trade of Greater New 
York, to which some thirty odd leading manufactur- 
ers in Brooklyn and Long Island City belong. Only 
twenty-five of the members exhibited shoes in the 
style show, but a complete range of women’s and 
children’s footwear, including boudoir, riding and 
special footwear as well as afternoon, evening and 
street shoes were shown. 

From the footwear displayed at the show and in 
the sample rooms maintained during the exhibit by 
the various firms, it is evident that the strapped 
models are expected to carry through the early fall 
at least. A few tongued and colonial models were 
seen on the runway in the style show and in the sam- 
ple rooms, but these elicited nothing more than pass- 
ing interest. High shoes also were in slight evidence, 
although some of the manufacturers reported booking 
some orders on them during the week of the show. 


shades of tan were 
given considerable promi- 
nence in the exhibit. Patent 
leather was especially strong in the 
showing and several interesting combina- 
tions of patent with ooze and buck were 
shown. The general tendency toward shorter 
vamps, broader toes and lower heels in walking 
shoes was in evidence. The covered low Cuban heels 
was shown on some of the newest models, and the 
extremely low flat heel also was brought out prom- 
inently. Broguey effects in oxfords were displayed 
for street wear. Afternoon and evening slippers 
showed many variations of the cut out, underlay and 
fancy stitching, especially in highly contrasting col- 
ors. The three-strapped slipper with center buckles 
was featured by several of the manufacturers and 
a small sprinkling of rubber gored shoes were seen. 
Most of the shoes displayed were of a practical na- 
ture, at the same time carrying highly styled fea- 
tures that gave them a distinctive character in keep- 
ing with Brooklyn’s reputation for high quality shoe 
making. 

In the style show, staged in the grand ball room of 
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the Commodore, twenty-five living models recruited 
from the ranks of several prominent motion picture 
companies, and four small girls, wore the shoes. 
Each model appeared twice during each show, which 
was given once in the afternoon and again at night. 
During the four days’ run of the show the manufac- 
turers changed their exhibits frequently and most of 
them showed at least a half dozen models and several 
of them many more. 


Color—Melody—Grace 


The models made their appearance in a stage set- 
ting which depicted a French country home. The 
girls entered the scene from between grilled gates 
which were opened by two uniformed pages, and 
passing down three short flights of steps on the ter- 
races of the stage setting, entered upon the 60-foot 
runway, which extended down the center of the room. 
On either side and at the end of the runway rows of 
chairs were arranged for the spectators. The light- 
ing was supplied by six spot lights at the lower 
end of the room and two spots at either side toward 
the stage setting, which picked up the models as they 
made their entrance and carried them part way down 
the run way, where they were picked up by the spot 
lights further down the room. 

The style show itself occupied about an hour and 
a half in showing and was divided into two periods 
with a ten-minute intermission between. A large 
orchestra supplied music during the entire exhibition. 


Straps and Oxfords 
for Fall 


Most of the man- 
ufacturers, in their 
sample rooms, stat- 
ed that they were 


pinning their faith 

to straps and ox- 

fords for the fall season in 

about equal proportions. The 

Grecian or Dolly sandal as a 

highly styled proposition is 

waning to some extent, according to most of the pro- 
ducers, and, in fact, has made little impression out- 
side of New York. Patent leather has been one of 
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the strongest early sellers and is expected to carry 
through for the greater part of the fall season. Brown 
kid and ooze also appears to be picking up, accord- 
ing to some manufacturers, and a few of them antici- 
pate a return to favor of grey suede, ooze and buck. 
In some quarters a strong tendency to push combi- 
nations again is apparent, although it is admitted 
that the retailers so far have not shown any great 
preference for these. Norwegian calf in straight tip 
and brogue oxfords also were given prominence in 
the show, and give indications of having a good run 
throughout the fall, in the opinion of manufacturers 
who are making them. 


Trade Compliments Committee 


Much credit for the success of the style show is 
due the committee in charge of the event under the 
direction of L. C. Doremus of the George W. Baker 
Shoe Company. Mr. Doremus personally supervised 
the staging of.each show, ably assisted by George 
Miller, Emil Steassburger and other members of the 
committee. 








(Continued from page 37) 
three-strap slashed down on the sides with three 
buckles centering on the straps and the other a plain 
sandal saddle effect with a small tongue running 
from the vamps to meet the straps. 








WISCONSIN CONVENTION PLANS 


State Meeting to Be Held at Sheboygan—Barbecue 
on Program 


Milwaukee, Wis., July 12.—The third annual con- 
vention of the Wisconsin Shoe Retailers’ Associa- 
tion, which will be held August 9 and 10 at Sheboy- 
gan, will be particularly notable for the many enter- 
tainment features which will be introduced to make 
a convention program well balanced with business 
and pleasure. Sheboygan is one of the principal 
centers of the boot and shoe industry in Wisconsin, 
outside of Milwaukee, and the local manufacturers 

are planning a series of “stunts” that will make 
every convention visitor remember Sheboygan 
“& as the place of wonderful hospi- 
¢ tality. 
" This is the word brought back 
from Sheboygan by Ray Ripple, 
secretary of the 
association, who 
attended a _ con- 
ference of state 
officers and di- 
rectors with the 


Sheboygan executive committee, headed by F. L. Imig, 
chairman. President William C. Schlaefer joined the 
party and remained throughout the meeting. 
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A Guide to Brooklyn 
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Who’s Who and Where 


BOARD OF TRADE OF GREATER NEW YORK 











SHOE MANUFACTURERS’ 

























1. A. GARSIDE & Sons, INc. 10. Bert E. DRAKE & Co., INC. 18. MAETRICH-EYRE & Co. 
Webster and Seventh Avenue, L. I. 235 Park Avenue, Brooklyn 242 Greene Avenue, Brooklyn 
City 11. Morse & Burt Co. 19. WILLIAM HENNE & Co., INC. 
2. I. MILueR & Sons, INc. 1 Carlton Avenue, Brooklyn 957 Kent Avenue, Brooklyn 
Rade and Henry Streets, L. I. City 12. HANAN & SON 20. GEorGE W. BAKER SHOB Co. 
3. Kozak & MCLOUGHLIN, INC. Bridge and Water Streets, Brooklyn 351 Classon Avenue, Brooklyn 
14th Street and Governor Place, 13. JoHN J. LATTEMANN SHOE Mre. Co. 21. JuLIus GRossMAN, INC. 
L. I. City St. Edwards and Sycamore Streets, 372 DeKalb Avenue, Brooklyn 
4. R. H. Hoskins Co. Brooklyn 22. GRIFFIN-WHITE SHOE Co. 
39 Sixth Street, L. I. City 14. STRASSBURGER-STILES, INC. DeKalb and Grand Avenues, Brook- - 
5. Dr. A. POSNER SHOES, INC. 99 Myrtle Avenue, Brooklyn lyn 
141 Roebling Street, Brooklyn 15. D. H. CHANDLER SHOE Co. : 23. J. & T. Cousins Co. 
6. Horn SHOE MFG. CorP. 166 Livingston Street, Brooklyn 369 DeKalb Avenue, Brooklyn 
146 Roebling Street, “Brooklyn 16. VOGEL-MILLER SHOE Co. 24. JOHN CRAMER & SON 
. ty SHOE Mrc. Co. Fourth Avenue and Baltic Street, 199 Steuben Street, Brooklyn 
139 Broadway, Brooklyn Brooklyn 25. WICHERT & GARDINER 
8. ANDREW GELLER - 17. Pincus & Tostas, INC. ceeeemty and Atlantic Avenues, 
240 Broadway, Brooklyn 17 Lexington Avenue, Brooklyn ookly: 
9. Decen & Lipp, INC. 27. I. ry & Sons, INc. 






133 Floyd Street, Brooklyn 1 Carlton Avenue, Brooklyn 
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Great Central Forum on Styles 


Joint Sessions of Illinois Shoe Retailers Association and Chicago 


Shoe Exposition Crystallize Fall Merchandising Policies 


Chicago.—The joint meeting of the Illinois Shoe 
Retailers’ Association and the Chicago Shoe Exposi- 
tion under the auspices of the Shoe Travelers’ Asso- 
ciation of Chicago made the Sherman Hotel a busy 
place the day following the glorious Fourth. The 
weather man handed out his hottest brand for not 
in many years has Chicago suffered from so prolonged 
a spell of excessive hot weather. 

Undaunted by the heat, shoe travelers unpacked 
their 187 lines of shoes and had them on display on 
the fourteenth, fifteenth and sixteenth floors of the 
hotel. Many of the factories have provided new sam- 
ples in order that their line may reflect the very 
newest and most pleasing in shoe styles for the forth- 
coming fall and winter season. Besides the Illinois 
merchants who are members of the State Association, 
buyers from many Middle Western States have been 
attracted to the exposition and are not disappointed 
in the opportunities afforded to sweeten up their 
stocks for fall. 


Profit in Trade Contact 


The entire forenoon was given over to the inspec- 
tion of displays. The convention of the Illinois Asso- 
ciation was called to order by President Frank P. 
Meyer at two o’clock. President Meyer referred to 
the fact that this was the fifth consecutive time that 
he had called the convention to order. Each of the 
years he said had been profitable to him through 
knowledge gained by contact with his fellow mer- 
chants in association work. All through these years 
it has been the policy of the administration to con- 
duct all the affairs of the association in an open and 
above board manner—no secret sessions—and the 
members are at all times welcome to all the informa- 
tion regarding its affairs. 


Welcome to Exposition 


Joe Kalisky, president of the Chicago Shoe Trav- 
elers’ Association, in his characteristic brief but 
happy manner, welcomed the merchants to the shoe 
exposition. He spoke of the close relationship be- 
tween merchants and travelers and the necessity for 
the closest co-operation for the betterment of both, 
especially during this era of rapid changing styles. 


A Forum on Styles 


A discussion of shoe styles occupied the remain- 
der of the afternoon session. A. E. Schuline of 
Rockford led the discussion on women’s styles. In 
his opinion oxfords and strap effects will make up 
the large percentage of sales during the fall and 
early winter, but, with the advent of bad weather 
and snow, there will be a demand for boots, especial- 
ly in the smaller cities and towns. 


Oxfords 80%—Straps 20% 


He anticipates in low cuts oxfords will comprise 
80 per cent of sales and strap effects 20 per cent. 
He looks for large increase in demands for black 
shoes in both calf skins and kid in the dressier. types. 
Louis heels will be much stronger than junior Louis. 


As to lasts, he does not see a return to the square 
stubby toe French last, but expects to see shorter 
vamps and rounder toes. He expects satins to be 
very good in black and fair in brown. 

Lyall S. Abbott asked Mr. Schuline if he had 
bought any gray suedes. The firmness with which 
he answered, “I did not,” brought forth considerable 
merriment from the audience. Mr. Abbott believes 
in oxfords. Proportions will be 20 per cent black 
calf, 60 per cent tan calf and the remainder black 
and colored kid. There was considerable difference 
of opinion as to whether or not strap effects with 
welt soles and buckle fastenings would remain good. 
Several of the merchants seem to think the buckle 
styles were doomed because the straps get unsightly 
looking from being pulled through the buckles. Oth- 
ers were of the opinion that buckle fastenings would 
remain good through the early part of the fall and 
winter season. 


Show 88% Welts—12% Turns 


Ralph Stadeker, a prominent shoe traveler, said 
that orders taken by his firm showed that in every 
ten pair four were of tan calf, two brown kid, two 
black kid, one patent and one gunmetal; 88 per 
cent are 134 and 1% heels and 12 per cent are Louis 
heels; 88 per cent welts and 12 per cent turns. As 
to patterns, there are two and one-half pairs of 
straps to each pair of oxfords. More of the straps 
are made with buckles than with buttons. 


Satins Strong—Patent Gaining 


Mr. Grossman of the Flexible Shoe Company, Chi- 
cago, said there is a general tendency toward the 
rounded toe and shorter vamps, but extremes are 
dangerous. For the average merchant 31-inch 
vamps are a safe bet. Satins will be as strong as 
ever, patents are gaining, and he predicted a big de- 
mand for black and brown kid after October. He 
advised merchants to place orders in advance for 
their more staple styles and to buy novelties in small 
quantities and buy them often. 


More Style for Men 


James H. Stone told the merchants that the future 
success of their business lies in style and service. 
He advises more style in men’s shoes—the introduc- 
tion of more lighter shades in order to keep men’s 
business on a parallel with women’s. 


Survey of Men’s Styles 


R. Metz, merchant of men’s shoes in Chicago, says 
there is a limit to which we can safely go in men’s 
styles. Men are sick of ball straps but they still want 
nifty shoes. Wing tips have also gone to the dis- 
card. Straight tips on snappy lasts with a fair 
amount of perforations will be the big sellers. Nine- 
ty per cent tans and 10 per cent blacks, fair propor- 
tion for advanced buying of the tans in better grades. 
Sixty per cent will be of the light and medium light 
shades. Black calf is fairly good but black kid will 
sell more readily than black calf. Square toes will 
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be good as will medium round toes. Nothing doing 
in two tones. Mr. Metz does not believe that the in- 
troduction of higher heels would meet any response 
from well dressed men. When asked the reason for 
slack business in men’s shoes, Mr. Metz replied, 
“There hasn’t been any slack business in our store. 
We are way ahead of last year in volume of pairs.” 
He attributed right styles and right prices together 
with peppy advertising as the reason for this con- 
dition. 

The forenoon of the second day the Illinois Shoe 
Retailers’ convention was devoted to inspection of ex- 


hibits. When the afternoon session was called to’ 


order President Meyer voiced his disappointment that 
so small a percentage of merchants registered. He 
felt the convention sessions were important enough 
to claim their attention. Gradually the merchants 
filed in until the room was fairly well filled. 

Before the program had proceeded very far Harry 
L. Kisker, the first speaker of the afternoon, ex- 
pressed the opinion that factory-owned chain stores 
would in future show a decrease numerically rather 
than an increase, as many merchants seemed to fear. 
He advised merchants not to be too chicken-hearted 
in their buying. 


First Word on 1922 Convention 


John O’Connor, general chairman of the 1922 Na- 
tional convention committee, gave the merchants 
some idea of what they might expect at the next 
annual meeting of the National Association. It will 
not be the intention of the next convention to outdo 
in splendor and grandeur the last convention held 
at Milwaukee. Rather the keynote will be a busi- 


ness-building convention. The program will be full 
of meat from beginning to end. Already several 
speakers of National reputation have been secured 
and negotiations are under way for many others. 
Manufacturers will be protected against excessive 
costs in making displays and merchants will be pro- 
vided with every possible convenience, and all ob- 
tainable information that will enable them to buy 
intelligently and merchandise successfully. As now 
planned, there will be a correct style revue each 
evening during the National convention. Living 
models will display what is now proper in garments, 
and along with the garments will be displayed shoes 
which will correctly complete the outfit. 


“No Time to Plunge” 


Relative to future buying, Mr. O’Connor said: “I 
think at the present time that the man that buys 
from hand to mouth and very carefully from one to 
six weeks ahead, is the one who is going to win out. 
I do not think this is a time to plunge.” 


Develop Your Children’s Business 


Frank Siebert of Springfield told the story of his 
successful juvenile department. He was prompted 
to open a children’s department because during rush 
hours, and especially Saturday nights, mothers and 
children were sadly neglected. None of the regular 
sales force wanted to wait on children’s trade. The 
only available place in the store to locate the de- 
partment was the basement. Expense in fitting up 
the department was not spared and exceeding care 
was given to the selection of the manager and sales- 
people. The department has succeeded because the 
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salespeople love children; give them every necessary 
attention, and fit them properly. “Dollar for dollar 
of volume,” said Mr. Siebert. There is more money 
made on children’s shoes than on women’s. There 
is less accumulation of odds and ends—less paid out 
in refunds and exchanges, less changes in style and 
less merchandise dumped on bargain counters. Once 
a week the advertising space is devoted to children’s 
shoes. The advertisements are written in simple 
language that will appeal to children and many chil- 
dren of Springfield look forward to those advertise- 
ments because they are understandable by childish 
minds. Buying for the department is confined to as 
few lines as possible to get needed styles and grades. 


Twenty-three Billion for Unnecessaries 


President Frank Meyer, in his annual message, 
said the nation is spending fifty-five billions a year, 
and of this amount twenty-three billions are spent 
for unnecessaries. The success of retail shoe mer- 
chandising depends upon the ability of the shoe in- 
dustry to create and sell styleful merchandise that 
will attract a proper percentage of the expenditures 
of the wage earners. Create shoes so pretty that the 
women cannot resist buying. Progressive merchants 
are doing as much business as a year ago. Beautiful 
footwear will keep the cash register ringing. Presi- 
dent Meyer favors free hides. Duty on hides means 
more profit for the packers, higher prices for shoes 
and does not benefit the farmer or stock grower. He 
urged that profit per pair is the goal the merchant 
should keep in mind. Large volume is nice to have 
but net: profit is what counts in the end. 


Salesmen and Contact Men 


George Nichols, president of the National Shoe 
Travelers’, asked for a closer co-operation between 
merchants and shoe travelers. The object of the 
Shoe Travelers’ Association is the betterment of the 
conditions of the individuals making up its member- 
ship, and only through the prosperity of the mer- 
chants can the shoe travelers prosper. The shoe 
traveler is an important link in the shoe industry. 


Black for Leadership in Style 


The association is now busy endeavoring to de- 
termine proper shades of footwear for fall. Gar- 
ment makers and piece goods makers expect black to 
be the predominant color for fall in women’s gowns. 
Toast shades from fawn to dark brown will be good 
in suits and coats. Shoe colors must harmonize with 
garment colors. President Nichols recognizes that 
at present there is no such thing as seasons. Four 
trips a year are about as few as the average shoe 
traveler may expect. 

Mr. Nichols urged merchants to buy as much as 
possible on first trip. Buy the more staple shoes in 
order that space may be left open in factories for 
novelty shoes, which must be made fast and mer- 
chandised fast. Too many merchants, he thinks, are 
mistaking the attitude of the public and buying mer- 
chandise of cheaper grades to the exclusion of the 
better grades. 

Henry Hagemann of the National Shoe Retailers’ 
Underwriters, told briefly of the N.S. R. A. insurance, 
its solidity and safety. The smoker Tuesday evening 
was a clean high class entertainment and the shoe 
travelers are tc be commended upon both the dinner 
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and the program which they provided for the enter- 
tainment of the merchants. 


Election of Officers 


The closing session of the Illinois Shoe Retailers’ 
Association was devoted largely to the report of the 
Resolutions Committee, the Styles Committee and an 
election of officers for the ensuing year. 

The officers who will guide the destinies of the 
association for the next year are: 

President, S. E. Murray, Clinton, III. 

Vice-President, R. Huber of Peoria. 

For Secretary and Treasurer, Directors for three 
years, F. P. Meyer of Danville, A. E. Schuline of 
Rockford, L. S. Wynes of Moline. 

By the election of Mr. Huber to the vice-presi- 
dency it became necessary to elect a director to fill 
his unexpired time. W. C. Waegener of Aurora was 
chosen for this place. 


' “Time Clock” on Meyer 


President-elect Murray, in a short, snappy talk, 
asked for the support and co-operation of all the offi- 
cers and members of the association during the forth- 
coming year and pledging his best efforts toward 
carrying on the great work which his predecessor, 
Frank P. Meyer, had so nobly started and borne out 
during his five years in the presidential chair. On 
Wednesday night at the banquet the members of the 
association presented Mr. Meyer with a clock set in 
a beautiful mahogany case as an expression of their 
appreciation of the untiring efforts which he has put 
forth in the interests of the Illinois Association. The 
presentation speech was made by S. E. Murray of 
Clinton. 


f 


Report of Style Committee 


Style Committee, consisting of R. Huber, chairman; 
Tom Folrath, Harry Laws, Harry Driggs, Lyle Abbott, 
brought in an elaborate and well worked-out program 
of buying, following the same plan used in Cali- 
fornia in women’s shoes. They estimated 27 per 
cent boots, 52 per cent oxfords and straps with mili- 
tary heels and 21 per cent straps and other low cut 
effects with Louis and junior Louis heels. 

The committee is of the opinion that there is a 
strong tendency toward black footwear and in Rus- 
sias a tendency toward lighter shades, especially in 
higher grade lines. In Louis heel lines patents are 
coming stronger and patent in combination with 
other material decidedly on the increase. There was 
no attempt made to solve the problem as to how long 
strap effects in Louis heels would continue or what 
would follow them. When the report was tabulated 
on the blackboard there was lively discussion as to 
whether or not the committee had made proper esti- 
mates on the various leathers in the different types 
of footwear, but as a whole the report was adopted 
with very few changes. 


Men’s—96% Boots, 4% Oxfords 


In men’s shoes, the committee estimated 96 per 
cent boots and 4 per cent oxfords. In boot patterns 
80 per cent plain and 20 per cent fancy. In oxford 
patterns 30 per cent plain and 70 per cent fancy. In 
men’s high grade lines medium and light shades of 
Russia and black kid will be the big sellers. In the 
lower grades dark Russia and black kid will pre- 
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deminate. The meeting place and time of the next 
convention were left to the new directors. 


Protest Federal Trade Commission 


The following resolutions were adopted: 

Whereas, The Illinois Shoe Retailers’ Association, 
now in annual convention assembled, in keeping with 
the purpose of our organization to promote and ele- 
vate the best interests of our trade as well as to 
eliminate and discourage all that is derogatory; to 
maintain and practice a strict code of honesty as an 
association and as individuals with the public, Gov- 
ernment, manufacturers and competitors; that we 
may hold and merit general confidence as against 
the sinister influences that have seemed to be par- 
ticularly against the shoe trade as a whole; there- 
fore be it resolved, first, that we register our protest 
against the most unfair recent report of the Federal 
Trade Commission for it makes charges that cannot 
be sustained by a fair investigation of facts, and it 
is misleading in that it is not current in any sense 
and that due to the customary superficial style of 
American journalism this report has in effect added 
insult to the injuries already done the shoe trade gen- 
erally. 

Endorse Sales Tax 


Second; that we request individually and as an 
association, that the Congress repeal and revise our 
present Federal laws and that we endorse in princi- 
ple the proposed “Tax on sales” plans. Third; that 
we oppose any import duty on hides and skins, be- 
lieving that as long as our domestic production re- 
mains approximately about half our requirements in 
total that a tariff on hides and skins would not be 
to the best interests of the majority of the people; 
that our membership support our National associa- 
tion in their efforts to this direction. Fourth; that 
we favor and are in sympathy with the National 
Boot and Shoe Manufacturers’ Association in their 
appeals through literature, etc., regarding the sub- 
ject of “contracts” and respectfully suggest that at- 
tention on their part should be given to the matter 
of promises of shipping dated and that it should be 
obligatory to notify a retailer of delayed orders. 
Fifth; we commend the action of one rubber com- 
pany in their action in announcing tennis goods 
prices on Sept. 1 in deference to the repeated 
request of our and other associations and that we 
urge continued efforts that all the rubber companies 
announce their price changes until March 1 on regu- 
lar footwear and Sept. 1 on tennis and athletic 
goods. We believe this would be no disadvantage to 
them in soliciting business before these dates subject 
to prices later announced. Sixth, we call attention 
to the advantages of carrying our fire insurance with 
the shoe dealers’ national underwriters. Seventh, 
that we use our influence and support the traveling 
men in having the “mileage” book privileges restored 
to them. Eighth, that we oppose and consider it an 
infringement on the rights of retailers for any 
manufacturer to attempt to re-establish fixed and 
arbitrary margins by which we buy and sell shoes by 
means of national advertising or otherwise. 


Keep Alive Style Element 


Ninth, that we as members strive to improve our 
store service, pay close attention at all times to the 
(Continued on page 48) 
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HAZEL WOLFE 
Model for Martinez Bros., New Orleans, 


a a Famous Players star 


The inauguration of the Annual Shoe Style Show 
at the Hotel Jefferson, Richmond, Va., July 5 to 8, 
strengthens the right claimed by Richmonders to 
call their city the “Gateway to the South.” The 
Richmond Association of Traveling Shoe Salesmen 
are to be congratulated on their energy and enter- 
prise in obtaining for their city an attraction, which, 
in years to come, will grow in importance and popu- 
larity. It will bring thousands from the North and 
from further South to the State of Virginia, to wit- 
ness the annual exhibit of new styles in footwear. 

Over fifty of the leading shoe manufacturers of 
the United States were represented at the Jeffer- 
son. The exhibits occupied the fifth and sixth floors 
of the hotel, and the auditorium was lavishly deco- 
rated for the social features of the show. Across 
the ballroom floor there was constructed a special 
runway, 60 ft. long, and clever lighting effects were 
employed to show the shoe products to the best ad- 
vantage. Bedecked in fashion’s latest evening gowns, 
sport suits and bathing costumes, twenty-five beauti- 
ful models from New York and Richmond tripped 
across the runway each night, displaying ninety dif- 
ferent styles of the newest creations in fall footwear. 
They were continually greeted with a burst of ap- 
plause as each model appeared, stepping in time to 
the music of the symphony orchestra. The costumes 
worn by the models 
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Richmond’s Initial Style Show 


Merchants from 17 States Attend First 
Annual Exposition at Hotel Jefferson 


them, along with gloves and other silks used, valued 
at several hundred dollars. 


Opened by Mayor 


Mayor Ainslie, formally opened the show on the 
evening of July 5 with an address of welcome to the 
visiting merchants on behalf of the citizens of Rich- 
mond and its shoe salesmen. The program during 
the entire show was as follows: 


Exhibits opened 10 a. m. to 5 p. m. daily. 

Sightseeing auto rides for merchants and their 
wives and friends, 10.30 a. m. daily. 

Symphony orchestra in Japanese Palm Garden, 
2.30 p. m. daily. 

Living model display and entertainment in audi- 
torium, including six acts of vaudeville, 8.30 p. m. 
first three nights. On the final night of the show a 
big ball and dance was held in the ball room, clos- 
ing Richmond’s first shoe style show, a pronounced 
success, due to the untiring efforts of the committee 
in charge: 

J. Henry Burcher, president. 

Theodore A. Ostenkamp, secretary. 

J. J. Anthony, acting chairman Style Show Com- 
mittee. 

The manufacturers exhibiting at the Jefferson 
were: 

Adams Bros., Bennett Shoe Co., Boot & Shoe Re- 
corder, Bolway Co., Daniel Green Felt Slipper Co., 
Excelsior Shoe Co., Friedman-Shelby Shoe Co., 
Franklin Shoe Co., C. P. Ford & Co., Griffin-White 
Shoe Co., S. Halle, Heywood Shoe Co., Kiddy Shoe 
Co., Leather Exhibit, J. J. Lattemann Shoe Mfg. Co., 
Landis Shoe Machinery, Lehigh Valley Shoe Co., H. A. 
Miles Shoe Co., Merrill-Porter Co., Martinez Bros., 
Peters Shoe Co., M. A. Packard Co., Packard Shoe Co., 
Wm. Reynolds, Jr., Inc., Richard & Brennan Shoe Co., 
Robert, Johnson & Rand, Rountree Trunk & Bag 
Co., Smaltz-Goodwin Shoe Co., Percy J. Strauss, Sher- 
wood Shoe Co., Selz-Schwab Co., The Menihan Co., 


- Thomson-Crooker Shoe Co., United Shoe Co., Union 


Trunk & Bag Co., Van Raalte Hosiery Co., Wichert 
& Gardner, Inc. 





were loaned by sev- 
eral Richmond con- 
cerns, including 
Kann & Co., who 
furnished evening 
gowns; Jacobs & 
Levy, who supplied 
the sport models; 
Jones, Inc., who fur- 
nished hats, fans 
and other inciden- 
tals, and Van Raalte 
Co., who presented 








On July 9 follow- 
ing the style show, 
a meeting of all the 
exhibitors and re- 
tailers was held and 
presided over by the 
president in the 
meeting room of the 
Richmond. Associa- 
tion of Traveling 
Shoe Salesmen at 
Broad Street for 
the purpose of dis- 








the hosiery worn 
by the models, to 





Fashion Runway at the Richmond Show 


cussing plans for 
(Cont. on page 45) 
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Clearance Season On in New York 


Department Stores and Specialty Shoe Shops Cut Prices 


of White Footwear ; 


Slater Stages Sale of 


Men’s Shoes; Public in Cautious Mood 


New York, July 11.—The Fourth of July, with its 
three-day holiday, gave the demand for sports foot- 
wear a decided impetus, and sales were fairly heavy. 
Although the present season has been a large one 
so far as sports footwear is concerned, it has not 
been especially profitable for the retail merchants, 
as prices appear to have suffered somewhat from 
keen competition. Immediately following the holi- 
day, many special sales were resumed or new ones 
instituted to take the place of those already held. 


Special Sales On 


Among the special sales instituted immediately 
after the Fourth was the annual women’s shoe sale 
at James McCreery & Company, in which white and 
combination sports and street shoes were offered at 
$5.95, $7.95 and $9.65. 

Alfred A. Kohn announced a continuation of his 
semi-annual clearance sale at prices “cut to less than 
1914’s lowest prices.” Gimbel’s also offered a spe- 
cial lot of new white summer footwear for women 
at $6.90 and $8.90, and the I. Miller semi-annual sale 
was continued at $6.95, $8.95, $10.95 and $12.95 
for strap slippers and oxfords formerly priced up to 
$18.50. No sale was held in the Miller Fifth Avenue 
shop, however. J. & J. Slater began the staging of 
the annual July sale in the men’s shop, grouping 
shoes in two classes, at the sale prices of $9.00 and 
$12.00. 

Too Many Bargains 


The many sales that are being advertised, accord- 
ing to some of the merchants, has taken the edge off 
business, and it is doubtful if all the cut price sales 
are drawing big business. A few of the merchants 
who have not held widely advertised sales report 
that the general run of regular business is holding 
up fairly well, although there is a disposition on the 
part of the public to be cautious about purchasing 
new footwear and to demand the ultimate of style 
and quality for the smallest possible amount of money. 

As far as styles are concerned the present period 
is between seasons and the merchants are more 
concerned with clearing out stocks already on the 


shelves than in showing new styles. In the opinion 
of some retailers the demand for the extreme novel- 
ties is waning. Outside of sale shoes demand seems 
centered on strap oxfords in patent leather in the 
high grade stores with a freshened demand for plain 
oxfords, particularly in black. According to present 
indications it looks as if the fall season will run 
more largely to blacks than any fall season for some 
years past, say some of the retailers who are close 
students of style trends. 


Sandal Still Moving 


The low-heeled sandal is still moving, although 
some of the shops have cut prices on these and are 
rushing to dispose of their remaining stocks before 
the style wanes completely. Cut prices on this type 
of footwear are prevalent among the small exclusive 
shops that recently have sprung up in the side streets 
off Fifth Avenue. 

Prices of men’s shoes have held up better than 
prices in the women’s division. Some of the largest 
retailers of men’s shoes exclusively have not staged 
their clearance sales as yet, although the Hanan 
shops are offering special numbers at reduced prices. 


Advertising Birthdays 


On July 5 the “Swamp,” as the wholesale leather 
district in New York is known, was liberally plas- 
tered with the mystic numerals “75.” Inquiry de- 
veloped that the number stood for the number of 
birthdays that G. W. Garner, dean of the New York 
leather trade, and owner of the firm of John Camp- 
bell & Company, 36 Spruce Street, has celebrated. 
Mr. Garner, who was born on Gold Street, one of 
the short side thoroughfares in the Swamp, cele- 
brated the day by going fishing. The Swamp has 
celebrated Mr. Garner’s birthday for the past fifteen 
years and hopes to be able to put up the numbers 
that mystify the general public for many years more. 
Despite his age Mr. Garner is one of the most active 
men in the leather trade here, and according to some 
of his fellow merchants takes a ten-mile walk every 
morning before breakfast. 








STRAPS TO PERSIST 
This Is the Opinion of George E. Keith, Style Expert 


Boston.—“Just so long as ‘straps’ can be made in 
attractive and practical designs, they will maintain 
their popularity,” says Frank E. Packard, head of 
the women’s department of the George E. Keith Co. 

“The walking oxford in broguish types, heavy 
leathers, especially in black, will have a conspicuous 
place on the feet of well-dressed women. Broader 
toe lasts, especially on walking shoes, will no doubt 
have a big call. 

“Rich and lively shades of Russia will be seen in 
the everyday footwear. Black, medium shades of 
brown and dark gray ooze will also be very popular, 


not only in all overshoes, but in combinations. Sport 
shoes for summer and brogues for fall still seem to 
be the universal cry.” 








(Continued from page 44) 


next year’s style show. President Burcher said: “The 
importance of the fashion show as a creator of busi- 
ness prestige cannot be exaggerated. Stamp any 
city the recognized arbiter of fashion for a group 
of States and the people will always be glad to look 
to that city for leadership. The city, where the latest 
styles and fashions are regularly and formally dis- 
played, will be the city which gets the lion’s share 
of the trade.” 
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The Higher Principles of Service 


It Is Not Sentiment Alone Which Demands Real Honesty in 
Salesmanship but the Knowledge That Goodness and 
Rightness Pay Cash Dividends 


From address delivered by ARTHUR FREEMAN before the Associated Advertising Clubs, at Atlanta, Ga. 


There is perhaps no thought that concerns man- 
kind that is capable of more varied interpretation 
than the thought of human success. Just what is suc- 
cess? What is a successful advertisement? What 
is a successful sale? What is a successful speech? 
What is a successful business? 

Success will always be a matter of point of view; 
and when people are discussing the elements which 
contribute to a success, they will get nowhere unless 
they are both standing at the same point on the hori- 
zon. Whereas the rank ma- 


threshold perhaps of a new step in advertising and 
selling; and I would call them: The realization of 
advertising and selling primarily as forces for teach- 
ing or educational forces. 

The most important person, speaking in a com- 
posite sense, in a retail store, is without doubt the 
so-called clerk or salesperson. As Elbert Hubbard 
would remark, “This has been said before, but ’twill 
do no harm to twitter it again.” 

It would appear that every activity of a retail 
store — financial, advertis- 
ing, merchandising, man- 





terialist has written on his 





commercial banner, “Get 


agement, and so on—find 


the money the right way if 
you can, but get the 
money,” another one has 
written on his, “What shall 
it profit a man if he gain 
the whole world and lose his 
own soul?” 


Honesty Pays Dividends 


No real thinker to-day 
would call an advertise- 
ment successful even though 
it brought considerable 
more business than might 
be expected, if it brought 
this business at the cost of 
weakening of the moral 
fiber of that business. No 
one in an audience like this 
would call a salesman suc- 
cessful who came _ back 
from the road with a batch 
of orders, but left after 


In convention assembled at the Atlanta 
Advertising Convention of the Associated 
Advertising Clubs, the Associated Retail 
Advertisers’ Conference made the follow- 
ing recommendations pertaining to adver- 
tising and selling policies: 

That merchants entertain a conception 
of their stores, not primarily and solely as 
money making businesses, but as semi- 
public institutions with distinct and in- 
creasingly definite duties—a recognition 
that service must go before profit—for 
good profit inevitably and only follows upon 
good and economical service. 

That honesty in goods be put above price 
—that service and satisfaction be put first, 
and price second—that retailers devote 
their efforts to exploiting the goods rather 
than their cost. 

That the reconstruction of advertising 
and sales policies be undertaken at once to 
build public confidence by the gradual 
elimination of comparative prices. 


their ultimate expression in 
these busy young people be- 
hind the counter. Their 
combined intelligence, their 
combined efficiency; and, 
what is more, their com- 
bined = spirit, constantly 
modify or accelerate the 
sum total of activities of all 
the other people in that 
store. 


Salesmen Are “Unfolded” 


In the last ten or fifteen 
years we have seen some in- 
teresting strides toward the 
application of so-called sci- 
entific efficiency methods of 
advertising and selling to 
educational systems, tend- 
ing toward the improvement 
of retail sales people; and 
I have the utmost respect 


him a trail of doubt, sus- 


and admiration, for those 








picion, and a weakening of 
confidence in the goods and 
the house. 

No one here, I am sure, would think of a success- 
ful sales person merely as one who ran a big book, 
and if you detect in my discourse that I am at war 
with education which is merely efficiency without 
ethics, and training which is method without moral- 
ity, then I want you to appreciate that I do so not 


merely from a standpoint of sentiment, or a leaning ~ 


toward the altruistic, but at the same time from the 
big, broad standpoint of the fact that goodness and 
rightness pay. 

Who is there yet so shortsighted that he will not 
agree with the proposition that dishonesty is the 
most expensive thing on earth. Who is there who 
has not yet learned that honesty, justice, fidelity and 
similar qualities, are true economy? 


The Threshold of a New Era 


Now I come to you with an old thought in a new 
dress, to modestly point out that we are on the 





efforts. I should feel that 
it would be nothing short 
of a calamity for me to unintentionally give out the 
impression that I would belittle the good which 
has been done by such schools as the Prince School 
and all those splendid people known as educational 
directors in our various stores. 

On the contrary, I want to bring rather a new 
note to these activities, which I honestly feel is in 
harmony with their activities to a large extent and 
which they might appropriate with some good effect. 

They used to say, “Salesmen are born, not made,” 
until some one came along and said, “They can be 
made,” and proceeded to make them by a system of 
study. Now I come along with the presumption to 
say that they are neither born nor made, but rather 
“unfolded.” 


Possibilities in the Average Human Being 


I believe in people. I believe that everyone is a 
storehouse of possibilities and that education, as the 
very word implies, is not a matter of filling in, but a 
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bringing out of the inherent qualities always there 
and only waiting to be stirred into activity. 

To me the most potential thing in the world is a 
healthy human being, and the more I have come in 
contact with “the man and woman behind the coun- 
ter” the more I have been impressed with the possi- 
bilities of bringing out in them the qualities that 
make for success. 

When I was advertising manager for a big New 
York store I made it a practice for several years to 
spend a few mornings each week before the bell 
rang to make talks to the sales girls and boys. When 
I talked to them about their efficiency, about their 
own interests, their own success, the increased wages 
possible to better methods, and the importance of 
progress, they were reasonably interested. But I 
never failed to get a rise out of them when I spoke 
to them about the grand rewards for doing good, for 
serving and helping others without any thought of 
the profit or self. I quickly found an inherent love 
for the ideal in every human heart. 


The Golden Rule in a New Garb 


Imagine how it sounded to the boss! And I won- 
der how it sounds to some of you. Yet I dare to say 
that this is the most dynamic thought facing the 
world to-day, and I say it with assurance and confi- 
dence, because it is merely a re-statement of what 
was once called the Golden Rule. 

‘One of the great fallacies which still seems to 
stick in the minds of store executives is that the 
average salesperson cannot be quickened by those 
finer appeals to which the human heart responds. I 
have had so much good result from an appeal to a 
salesperson’s sense of honor, to their love for fair 
play, to their pity for a down trodden one, to their 
altruism and their idealism that I deny emphatically 
the hard-hearted and hard-headed impression which 
many dyed-in-the-wool store owners and which I 
fear many store educational directors yet have of the 
boy and girl behind the counter. 


Educational System Imperative 


One put it very crudely, but succinctly, when he 
said that you can catch more flies with molasses than 
vinegar. This doesn’t necessarily mean an appeal 
to pride, cupidity and propinquity, or soft-soaping 
people with marshmellow words, as much as it means 
reaching their soul rather than their sense. 

An educational system in a department store, 
based on the so-called laws of efficiency in selling, 
however rigid, carefully planned and intensively ap- 
plied it may be, is a travesty unless it is founded 
upon the premise that anything which is not as good 
for the salesperson as it is for the store, or anything 
which is not as good for the customer as it is for 
either the store or the salesperson, is morally 
wrong. 

Haven’t we learned our lesson yet from our ex- 
perience with that colossal failure of the twentieth 
century known as the Imperial German Empire? 
Here was efficiency, plus. Here was education in 
selling, in propaganda, or advertising, in production 
and the other activities of business, par excellence. 
It was the pride and is to-day of the average citizen 
of Germany that that nation has reduced every hu- 
man activity to laws and rules which bring out the 
so-called best in a man, an institution, or a piece of 
merchandise, and it has just been uncovered that 
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this is the most dangerous doctrine a business man 
could preach. 


What Is Efficient?—What Is Right? 


Education merely tending to improve the so-called 
ability of a mortal, to sell more goods in a given time 
or to sell higher priced goods, or to make one person 
buy more than he intended to buy, or to make an- | 
other buy something he neither wants nor needs, is a 
dangerous thing, unless it is tempered by a distinc- 
tion between what is efficient and what is right. 

The old philosophy of the survival of the fittest 
has given away to the newer philosophy of the sur- » 
vival of the good and the materialists of this age 
are getting the shock of their lives. 

Advertising, it is being seen more and more every 
day, is not merely a matter of psychology, but of 
soul, and the moral fiber of advertising men is being 
tested to the breaking point. Salesmanship, in the 
newer sense, is not influencing or persuading, but is 
teaching; and advertising men and salesmen should 
be taught that oftentimes the loss of a sale is nearer 
success than the gaining of it. 

It sounds like a far cry for me to say that the ex- 
cessive cost of doing business in a retail store is 
largely due to a failure on the part of store owners 
to grasp the significance of this idea. I wonder if 
store owners ever stopped to realize the terrible 
cost of paying wages to an unhappy, dissatisfied, dis- 
loyal salesperson and the awful economic waste of 
“fear.” 

One of the brightest merchants in the country has 
listened to me for hours, telling him that a rank in- 
justice to a little girl behind the counter, perhaps 
more carelessly than deliberately, and the offense be- 
ing reported through the store, could undo hours 
and perhaps weeks of so-called educating salespeo- 
ple to get more sales. Often I tried to tell this man 
that hiring people’s bodies and putting them behind 
the counter and putting into their mouths words, and 
putting into their hands methods, without winning 
their hearts, was making selling an almost pro- 
hibitive expense. “But having eyes, he saw not and 
neither did he understand.” 


The Employees’ State of Mind 


I have heard this same merchant and others say 
that they deplored nothing so much as an offended, | 
resentful customer, who felt that an injustice had 
been done her and who as a result had not only with- 
drawn her patronage, but continued to be an unhappy 
influence against that store throughout the com- 
munity. 

What of the employee in the same state of mind, 
continuing to work in the store, resentful, bitter, 
misunderstanding her place in the scheme of things, 
misunderstanding the purpose of the store and per- 
haps the purposes of the business—and yet day after 
day striving to serve customers? How could you or 
I give our best endeavors to an employer of whose 
sense of justice we were in doubt; an employer 
whom we did not feel had our interests at heart; an 
employer who was not constantly unfolding to us his 
ideals; his purposes; his interests that we might un- 
derstand better our own individual prospects and our 
own individual status? 


Beginning at the Wrong End 


And do you say that the little girl behind the — 
counter is different? Do you say that sales girls — 
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and sales boys can be hired, as they are in the aver- 
age store, by a man who measures them like so much 
yard goods, and who dumps them into the organiza- 
tion almost as rudely as the average immigrant from 
Europe lands on his head at Ellis Island in this 
country, and then be “educated” into success in that 
store? 

Most sales people are brought into the average 
department store in some such way as this. Usually 
after standing in line poring over in their own minds 
the hopes and fears of getting the job, or not getting 
it, and subjected to the embarrassment of being seen 
looking for work, followed by the conventional list 
of questions regarding their honesty, past experi- 
ence, etc., and the other intricacies of the machinery 
of a store’s employment department, they are then 
put through a course of sprouts on how to make out 
sales checks, the penalties for gum chewing, the ter- 
rible crime of wearing a colored shirtwaist, and then 
dumped precipitately into a department, with a book 
in one hand and a bundle of fears and uncertainties 
in the other. 

I used to go into the meetings of the Educational 
Director and tell this story: “A lady came into our 
store once to buy a vacuum cleaner. She had seen 
one in the window; had heard something about this 
new invention and came to make a purchase from the 
lounge lizard in the department who was classified 
on the payrolls as a salesman. 


A Typical Sale 


“Yes, madam,” he said, “this is it—$32.50. Five 
dollars down; two dollars when you get me. Shall I 
wrap it up or will you take it home? Cash or 
charge? And, wonder of wonders, the sale was 
made! 

This woman got the machine home and made use 
of it. Sometime later a neighbor seeing the machine 
in operation in her house, got a desire to buy one, 
too, and went to the same store. Her stars were 
working that day, and she fell into the hands of one 
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of those wonderful girls you find occasionally in a de- 
partment store stock (age unknown), who you just 
wish would take entire charge of all your buying for 
the rest of your life. 

She said, “Madam, before you buy this machine I 
want to tell you something about it. First, let me 
show you how it cleans mattresses on the beds, with- 
out having to turn them over. Next, let me show 
you how to clean portieres and other hangings with- 
out taking them down. And then I would like to 
show you how to clean the corners of stairways and 
get into numerous places beyond the reach of a 
broom.” 

Giving the Customer Full Value 


sind then to make it even more attractive, she 
showed the prospective purchaser how to give her 
husband a good brush-down every morning before: 
leaving for the office, by running the end of the 
vacuum cleaner over his clothes, which made a 
whisk broom look like two cents. 

“Now,” she said, “let me show you how this 
cleaner can be placed in the middle of a room and 
suck all the foul air and dirt out of the atmosphere 
to purify the room. The customer was elated. She 
said, “Why, the one Mrs. Smith got doesn’t do this, 
apparently.” To which the girl replied: “I believe 
it does, but maybe she doesn’t know it.” 

Who can deny that the second vacuum cleaner 
was worth immensely more to the customer than the: 
first one, although they were both the same and the 
price was the same? 

Now, this was interesting, but it left little if any, 
impression on those salespeople who heard it, be- 
cause I had not yet finished my point. But when I 
told them of the injustice done the first woman; 
that she had been robbed of something rightfully 
hers and that no salesman or saleswoman could hon- 
estly feel they were doing their work in the world, 
or that they were entitled to self-respect when a. 
party to such transactions, there was a reaction 
which I would like to stress. 








(Continued from page 43) 
correct fitting of our shoes, but at the same time do 
all in our power to keep alive the style element and 
feature style first and all the time if we are to keep 
our business in the position it has attained by style 
alone. Tenth, that we give our most sincere expres- 
sion of welcome and thanks to the officers and mem- 
bers of the Chicago Shoe Traveling Association who, 
_ by their presence and otherwise have so largely con- 
_ tributed to the success of our association and its con- 


' ventions. 


The July, 1921, semi-annual Chicago Shoe Exposi- 
tion will go down in history as the largest in point 
of lines displayed and also the largest in the wide 
variety of styles shown of any previous Chicago ex- 
hibit. As is usual at such exhibits some factories 
are more than pleased with the orders booked, while 
others register a keen disappointment. Many buyers 
who have expressed an intention to visit the exposi- 
tion wrote or wired that they had given up the trip 
on account of the excessive heat. 

What Was Bought 

Buying was pretty well distributed over the vari- 

ous styles which it is thought will be popular for 


fall. A few particular items however commanded 
) special attention. In the Louis heel turn sole va- 


riety satins, both beaded and plain, were purchased 
freely. The junior Louis heel holding predominance 
over the higher heel, in this class of merchandise. 
Patents were in decided favor, many live wire mer- 
chants took a crack at the new patent sandal with 
cut outs on the vamp with two or three straps and 
buckle fastenings carrying twelve and fourteen-inch 
covered heels. In the heavier variety of women’s 
footwear the heavy soled mannish type of oxfords in 
the lighter shades of grain finished Russias and 
black bordered leathers were prime favorites. In the 
men’s lines of higher grades the lighter shades of 
tans in both plain and grain finished leathers were 
chosen by merchants who were looking for sweet- 
eners for their stock. 

Black bordered and grain finished leathers were 
also bought in this class of merchandise. Consider- 
ing the fall season is ahead of us, there was a sur- 
prisingly large quantity of brown kid and kangaroo 
purchased. In the lower grades of calf skin and side- 
leathers the dark brown shade still remains the 
favorite. Square toe effects, many of which are 
made with soft boxes, seem to hold the center of at- 
tention in the way of lasts. 

A general feeling seemed to prevail that ball straps 
have spent their force and wing tips likewise are on - 
the wane. 
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A window which pictures the occasion for which the shoes are to be used—A. V. Holbrook store, Columbus, 
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Using Letters to Sell Footwear 


One of the most effective forms of retail advertis- 
ing, if properly handled, is the form letter to cus- 
tomers. These may be made to serve a variety of 
purposes—to make sales by describing specific styles 
and quoting prices—to create confidence by dwelling 
on the policy of the firm—or merely to remind the 
customer or prospective customer of the existence 
of the store, its name and address. 

The following letter, sent out just before gradua- 
tion time to a selected list of Detroit school and col- 
lege girls, by R. H. Fyfe & Company, was not only 
timely but had the additional merit of making a prac- 
tical suggestion—shoes for various occasions. Ac- 
companying this letter was a small pamphlet illus- 
trating the shoes. 

“We know,” said this letter, “you are very busy 
with the multitude of details connected with com- 
mencement preparations, so we will take but a mo- 
ment to extend our congratulations and to suggest 
our possible helpfulness in planning your outfits. 

“The ‘College Girls’ department on our second 
floor has lately received a number of interesting 
models for class room, street wear, informal oeca- 
sions and for commencement itseW. 

“Patent, suede, gunmetal and tan 
calf, one-straps with Baby Louis 
heels. 

“Tan calf oxfords with low-walk- 
ing heels. 


“Trim oxfords and pumps of white 
linen. 

“Just a few styles are shown in the pamphlet. 

“We hope soon to have the opportunity of proving 
our service.” 

Another type of letter is this one sent out by- 
the George Muse Clothing Company of Atlanta, Ga., 
and which, says William W. Orr, chairman of the 
board, brought in many replies and resulted in an 
immediate stimulation of business. The list was pre- 
pared from names of customers on the books of the 
company whose records showed they had made no 
purchases for some time. 

“You haven’t given us any business now in quite 
awhile,” begins the letter, in a rather breezy, chatty 
way. 

“Yes, we’ve noticed it! 

“We hope, however, there is no dissatisfaction; if 
so, let’s get together. 

“A little conference will likely straighten it out. 

“If you can’t come in soon, tell us through a letter 
of any weak spots. 

“We want to know just what you think. 

“In that way only can we adjust our thought to 
yours. 

“If the goods bought of us last have worn so well 
that you haven’t had to come back thus far—Good! 

“Tell us about that also. 
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Practical Plans to Attract Trade 
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Original Display Sometimes Does More Than Make 
Immediate Business—It May Serve as a 
Tonic to Jaded Customers ; 


Stunt advertising in your windows is not always 
advisable. Its very originality is apt to detract from 
the shoes, which, of course, are the main theme of 
your merchandising song. Nevertheless you may 
grow weary from time to time of the monotony of 
your windows and want to give them a tonic—almost 
anything for a change. If you do, here are a few 
stunts which can be used and have been used suc- 
cessfully in various parts of the country. 


For instance— 


Do you pull down the window-shade when you are 
changing the window-trim? If you do, place a card 
containing a big question-mark on the shade. Place 
between the glass and the shade a smaller card which 
reads: 

When the Question Arises 
You’ll find right here the shoe for 
comfort on long walks and hikes. 


* * * % 


Impressing Durability 
Get a desk telephone instrument with a short 
length of cut-off cord dangling from it. Place it in 
the window with your display of children’s shoes 
and use this placard: 
There’s No Use Talking 
We don’t know of a brand of school 
shoes that will give better 
service than these. 


* * * 


She’ll Make a Note of It 


Letter a sign on an old music-roll (player-piano) 
reading: 
Music to Her Ears 


A pair of dancing slippers like these 
for only ——! 





* 





* 





* 





* 


A Viewpoint of the Bargain 


If you have a special value in oxfords (or anything 
else) place it on the floor of the window, surrounded 
on three sides by mirrors. Use this placard: 


Deserves Reflection 
When can you buy oxfords like this for 
again? 





* + + 


Impressing the Economy Idea 


Place a large dictionary on the floor of the window, 
well to the front. Have it opened at the word “econ- 


omy.” The word should be rung with a heavy pencil. 
Behind the book have a placard: 


Find Out What Economy Really Means 
Let your girl wear a pair of these shoes 
at They’ll look nice 
when cheaper shoes would 
be forgotten. 





* @& @ ¢ 


Unusual in a Shoe Store 


Perhaps you can secure the loan of a nice specimen 
of a mounted fish from some enthusiastic fisherman 
friend. Put it in the show window with this card: 


A Fish Out of Water 
You know how you feel when your shoes 
are not in style and others are— 
Let us show you the 
correct thing. 


VETERAN TRAVELER DIES 


Charles Pearson Had Been Selling Shoes for More 
Than Forty Years 


Boston, July 9.—Charles Pearson, one of the oldest 
and most successful traveling shoe salesmen of the 
country, died Thursday at the Boston Relief Hos- 
pital after having been taken there for treatment 
following heat prostration. At the time of his death 
Mr. Pearson, who was 60 years of age, was connected 
with the Conrad Shoe Company of Brocxton, for 
which factory he sold the entire output. For the last 
three years, during which he has been with this 
company, the factory has been run at capacity. 

Mr. Pearson had been connected with the shoe in- 
dustry for forty-three years, having served in the 
sales organizations of the George E. Keith Company, 
the W. L. Douglas Company, the Emerson Shoe Com- 
pany and, more recently, with the Conrad Shoe Com- 
pany. He was single and made his home at one of 
the Boston hotels when not on the road. The funeral 
was held to-day at Brockton. 


CALL FOR BETTER LACES 
Specialty Footwear Makes New Laces Necessary 


A demand for better laces is a feature of the shoe 
trade at the present. Perhaps the fashion of walk- 
ing oxfords, or golf and sport shoes has something to 
do with it. 

A golf shoe must have a good Jace, because there 
is quite a strain on it. The same is true of other 
sport shoes and walking shoes, too. 

Besides, people are attending more to the refine- 
ments of footwear and are realizing that a pair of 
good laces not only makes shoes look better and 
wear longer, but they also save busy moments, be- 
cause they tie up quickly and stay tied. 
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Store Front of Otto A. Hensel in Milwaukee 


Sells More Shoes By Teaching Customers 
How to Make Them Last Longer 


Increasing business in a retail shoe store by show- 
ing the customer how to make shoes last longer, is 
an entirely practical proposition. 

O. A. Hensel, 3527 North Avenue, Milwaukee, pres- 
ident of the Milwaukee Retail Shoe Dealers’ Asso- 
ciation, is “for such a plan, heart and soul,” as he 
says; for he started his business and has made it 
grow to sizable proportions in ten years in one of 
the outlying districts of Milwaukee on that very 
policy. 

Spreading the Gospel of Service 

More than that, since Mr. Hensel became chief of 
the association here, he has spread the spirit of his 
belief through the membership. At present several 
hundreds of thousands of circulars are being dis- 
tributed by the members, showing the customer how 
to take care of her shoes and the youngsters’ shoes, 
too. 

One Milwaukee shoe manufacturer is co-operat- 
ing in this association plan by enclosing copies of 
the circular in his shoes delivered in Milwaukee and 
vicinity, with the signature of the company below 
that of the Milwaukee association printed at his own 
expense, indorsing the suggestion made. 


How to Dry Shoes—On a Blottter 


Hensel’s latest individual piece of sales promo- 
tion under his general plan, illustrates his policy 
better than reams of description. It is a blotter. 
Instead of being merely an advertisement of the Hen- 
sel store, or an exceptionally good ddvertisement for 
a shoe store, the blotter contains detailed instruc- 
tions on “Drying Wet Shoes.” ‘Much of the matter 
printed on the blotter for the benefit of the consumer 
is news to even trained shoe men. 

Hensel was a shoe drummer ten years ago, in the 
East. He called on the Milwaukee trade twice a year. 
One of his customers was located away out on the 
northwest side of the city, in a small building, with 
very little in the way of a settlement near by. This 
little dealer insisted on staying there; said the town 
was bound to grow that-a-way, and he’d get his, some- 
day. It gave Hensel an idea to work out his long- 
ing to get off the road and into the retail business. 
He studied Milwaukee closely, went to the public 
library, talked with the street car company officials. 
Then he picked his place. In a few months he was 
started. 

“It was lonesome out here at 3527 North Avenue,” 
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he said the other day, “but I knew the town was 
bound to come out here, and very soon. 
mation was the real.thing.. It made good. 

“T had to push things a little, though. 
dealer in groceries, and a druggist, and a lot of fel- 
To-day we have one of the 


lows on that location. 
best shopping centers in any 
outlying district of Milwau- 
kee. The section is well built 
up. The people own their 
own homes. They say the 
constitution follows the flag. 
In this case the people and 
business followed their 
stores. We had to peddle 
shoes into distant parts of 
the city to make it go, but 
it was done in faith, and we 
won out.” 


Building Customer 
Confidence 


Mr. Hensel does not think 
that all a shoe man must do 
to succeed is to show cus- 
tomers how to keep their 
shoes in good shape and get 
them wear out of them. You 
have got to do lots of other 
things at the same time, he 
says. 

“But,” he added, “the best 
advertisement is the satisfied 
customer. Customers who 
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My infor- 


I sold one 





DRYING WET SHOES 


(From the Hensel Blotter Advertisement) 


Shoes are peculiarly subject to damage 
after they have become soaking wet while be- 
ing worn. The wet leather is soft and there- 
fore readily stretches out of shape. The 
stitches cut through the wet leather more eas- 
ily than through dry leather, and wet soles 
and heels wear away rapidly. Great care 
must be taken in drying wet shoes, for they 
often burn before it seems possible. More- 
over, if dried too fast and without proper at- 
tention, they shrink, becoming hard and mis- 
shapen. 

To dry wet boots and shoes properly, first 
wash all adhering mud and grit with tepid 
water, and, in the case of work or rough shoes, 
at once oil or grease them with one of the 
preparations. Then straighten the counter, 
heel, vamp and top to the proper shape, and 
stuff the shoes with crumpled paper which 
helps them to hold their shape and shortens 
the drying period. Finally, set the shoes 
aside in a place that is not too warm and 
allow them to dry slowly. 

Wet leather burns very easily, much more 
readily than dry leather. If it becomes hotter 
than the hand can bear, it is almost sure to 
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that other shoe retailers are less dependable; but 
some hide their light under a bushel. 
says that’s a sin of omission. 


A Record of Achievement 
Mr. Hensel was until recently president of a busi- 


The good book 
I agree with that.” 


ness men’s association in his 
district. When he retired in 
May they presented him with 
a fine gold-handled umbrella 
and a beautiful set of en- 
grossed resolutions. 

And everybody out that 
way buys his shoes at Hen- 
sel’s, you can bet your last 
dollar. 

Mr. Hensel, as head of the 
city’s shoe retailers — and 
there is nearly 100 per cent 
membership now, after three 
failures of the association in 
the previous seven years—is 
promoting a move to have the 
manufacturers create a 
greater variety of men’s 
styles. 


After the Men’s Trade 


In Milwaukee, the men’s 
shoe business is a problem; 
elsewhere, too. The men 
seem satisfied with little in 
the way of shoes. He also 
thinks something should be 
done to promote the use of 





abuse their shoes, even un- 
wittingly, blame the shoe 
man when the ‘kicks’ give out 
too soon. Vice versa, if the _ wnnummonunmne 
shoes last and the dealer does 
the startling thing of bawling out the ones. when 
he sees him or her, for abusing the shoes, it makes 
confidence. Confidence in a store or storekeeper 
doesn’t mind ‘readjustment periods.’ Get me? Out 
here we couldn’t advertise profitably in the city 
newspapers. Necessity is the mother of invention. 
“So we became the truly dependable store. Not 


burn. 


The shoes should not be worn until 
they become thoroughly dry. 


PUM eee eRe 


lighter shades of tan in 
shoes. At present, especially 
the men, wear dark tans, and 
“get away with them” for 
evening wear. With light tans they’d need dark 
dress shoes for social affairs, however, informal. 

These are only a few of the many things Hensel 
is getting the association to back up with him. And 
this association gets things done—witness the re- 
markable national convention, exhibit and style 
show in Milwaukee last January. 


PL LLL 








SIZE STICK SURVIVES 


The Making of Shoes Has Been Revolutionized, Says 
Dunbar, But the Fitting Is Not Changed 


Everett Dunbar, the footologist of Lynn, was 76 
the other day. Said he: 

“For more than fifty years I’ve made and fitted 
shoes and fixed up feet, and I’ve seen a revolution in 
everything but the fitting of feet. 

“T, myself, made shoes by hand, according to the 
measurements which I took of my customers’ feet. 
I saw the making of shoes revolutionized into the 
machinery era. I saw the development of the modern 
retail store and the fitting of shoes according to the 
size system. 

“But the size stick continues the unit of the size 
system and the system continues unchanged, except 
‘that we are making and fitting more sizes than ever. 

“Shoes are better made than ever. But I fear that 
‘they ure not fitted better than ever, for it seems to 
‘me that a multitude of people are suffering from foot 


troubles, which were unknown in the good old days. 
In that one book alone on my desk I’ve the records of 
over 2,000 feet that I’ve treated for foot troubles 
the past year. 

“But, thinking the thing over, I must admit that 
maybe shoes are fitted better than ever. We under- 
stand more about the bones, joints and muscles of 
the feet and the nerves, too, than ever we did before. 
And we have the x-ray machine to reveal the bones 
of the feet in shoes. So it may be that we are fitting 
shoes better than ever. Yet we still have foot trou- 
bles. Perhaps, as some men of the medical world 
say, the race is slowly losing the strength and use 
of its feet. Civilized men can not walk as could the 
savages. And the little toe is slowly approaching 
the vanishing point. 

“Looking back over 50 years, I can see that we’ve 
made wonderful advance in the making and mer- 
chandising of shoes. But it may be that we have 
not kept the pace in the fitting of shoes. Anyway, the 
fit of the shoe is the most important thing. 
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“CONSTANT COMFORT” 


AMERICA’S BEST COMFORT SHOE 


Another Factory—Doubling Our Capacity—Is Running Full to Meet the Increased Demand 
for This Famous Line of Quality Comfort Shoes. 


Four High Grade 
Styles 


For Your Early Fall 


Requirements 







No. 2 


No. 2—Black Kid Stock Tip Polish, 9/8 
Rubber Heel, 


No. 20—Same Style, Plain Toe. 
Price $3.50 


No. 200—Same as No. 2, Lower Grade. 
No. 201—Same as No. 20, Lower Grade. 
2#rice $3.00 





No. 28 





No. 31 
No. 28—Black Kid Blucher, Polish, 12/8 
Rubber Heel, In Stock, B, C, D. E. 
Price $4.00 
No. 31—Best Quality Black Kid % Fox 
8-inch Polish, 13/8 Heel. 
No. 34—Same Style with Imitation Per- 
forated Tip. 
Price $5.25 


WHILE IN BOSTON SEE No. 26 OUR PERMANENT SAM- 
THIS LINE AT THE Ee rE es PLE OFFICE IS AT 139 
UNITED STATES HOTEL aoe LINCOLN ST., BOSTON 
e * 
Ault-Williamson Shoe Co. 
Manufacturers 


° H STREET 
AUBURN OROSTON OFFICE, 189 LINCOLN STREET MAINE 
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Women Respond Easily 
To Style Appeal, But 
Men Must be Shown. 


54 i 


Thisis No. 1141 
Made in sizes 


%-V2-54-%-1 In. 














“ANCHOR BRAND” BUCKLES 
BREAK DOWN ALL PREJUDICE 











Commonplace arguments will not persuade 
men to abandon their conventional footwear in 
favor of more stylish modes. 

Buckles are seen first, hence good judgement 
should be used in their selection by shoe man- 
ufacturers, thereby adding momentum to the 
campaign for making men’s shoes attractive and 
pleasing to the eye as well as the feet. To 
purchase buckles carelessly is to handicap deal- 
ers who distribute footwear. 

We manufacture an extensive line of buck- 
les for men’s shoes at attractive prices. They 
are made in latest designs, standard sizes and 
finishes, and sold by leading jobbers throughout 
United States and Canada. 

Upon request samples with prices will be 
mailed without charge, and we shall welcome 
the opportunity of serving you. 


NORTH & JUDD 


MANUFACTURING CO. 
NEW BRITAIN, CONNECTICUT. 
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Your Finding Case, Does It Contain 
““Hubtip” “No Metal Tip” 


Trade Mark, U. S. Pat. Off. 


SHOE LACES? 


If not, an Opportunity is Lost whereby 
you can gain 


SATISFIED CUSTOMERS AND REPEAT ORDERS 


“Hubtips” are made of Fine Quality 

Fast Color Braid 

Never Pull Off or Wear Tinny 
TODAY’S PRICE LIST 


Women’s or Men’s 27 in. per gro. Laces $2.00 
“e Ti ‘ 30 ee ed e 








2.20 

Men’s 36 in. per gro. Laces $2.50 

“ai. ° ‘aj 2.70 

Women’s or “ 45% “ “* ‘id 2.90 
“é “é “e 54 or) ry ry Ty 3.30 








Women’s 63 in. per gro. Laces $3.70 MEIAL TID 
” | lili, - 4.10 - iA 


SPECIAL ASSORTMENTS SUPPLIED—PACKED 72 SINGLE PAIR IN DISPLAY CARTON 
STOCK UP FOR THE COMING SEASON NOW 


FRANK W. WHITCHER CO., M’f’rs---Boston and Chicago, U. S. A. 
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RUGGED BAL 



























CARRIES OUR SPECIAL 
DUPLEX SUCTION SOLE 


MEN’S—$2.25 BOYS’—$2.00 YOUTHS’—$1.75 


A sturdy, rugged shoe, as the name implies. Built to stand the 
wear and tear of strenuous boys. Jobbers ordering a few cases 
now, will find convincing evidence of merit in the latest 


*“CAMCO” product. 


CAMBRIDGE RUBBER COMPANY [i= 2.22 
CAMBRIDGE, MASSACHUSETTS to our factory. 


MANUFACTURERS OF 
RUBBER FOOTWEAR CANVAS FOOTWEAR OUTING SHOES) HEELS AND SOLES MOULDED GOODS 














RUBBER CLOTHING 
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THAT FAMOUS WINTER SHOE LEATHER 


Fe eee TMU MUM LUMO MIULUUIU UM UCI MT ee 


CRESCO 








‘NM AT 





Man! Its the Best 
Bet There Is 


We heard two retail 
buyers talking it over. 
One asked the other: 
“Is TONYRED going 
to be good another sea- 
son?” To which the 
other exclaimed as 
above. 











Year by year you meet more men who 
want a heavy winter shoe, to be worn 
without rubbers. 


Many such men would be greatly 
pleased with a shoe of waterproof 
leather which takes and holds a fine 


polish. 
Sell them shoes made of CRESCO. 


The Only Waterproof 
Leather That Takes 
and Retains a Polish 


Whereas most waterproof leathers are 
oily and greasy and thus cannot be 


shined, CRESCO has its waterproof 
qualities right in the leather. 


The surface of CRESCO does not 
gather dust and become dull. 


It’s a great extra selling point. 


CREESE and COOK COMPANY 


Creators of New Calf Leathers 


TANNERIES 
DANVERSPORT 


WOLFENSTEIN & SHANAHAN 
39 SPRUCE STREET 
NEW YORK 





SALESROOMS 
95 SOUTH ST., BOSTON 


P. A. HENRY & CO. 
706 BROADWAY. CINCINNATI, O. 
LEATHER TRADES BLDG: 
ST. LOUIS, MO 


Trade Mark 
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Market Is Firmer 


Virtually No Changes in Price but Better 
Trading Has Developed in Heavy 
Staple Leathers 


Business was dull around the holi- 
day, but some tanners have stated that 
it held up in volume better than they 
expected. There is virtually no 
change in prices and shoe manufactur- 
ers as a whole are showing more in- 
terest in the leather market. There 
is better trading in the heavy staple 
leathers and the past week there has 
been a good call for veals, veal sides, 
calfskins and side leathers in all of 
the popular colors. 

There are reports of larger sales of 
leather to Western shoe manufactur- 
ers. A leading tanner of kid recently 
sold to a large shoe manufacturer 10,- 
000 dozen black glazed kid skins, 
medium weights at 20c. to 22c. per 
foot. This is a bargain sale and does 
not represent the present price on 
medium grades of kid leather. It does 
show, however, some loosening of the 
market. Some of the bargain sales 
in upper leather have tended to upset 
the calculations of both buyers and 
sellers. Tanners who have been able 
to protect their interests have mostly 
gotten rid of their bargain leather 
and are now only selling on a basis of 
that which they make on order and 
sell at a legitimate profit. While this 
is not the time to boost either leather 
or hide prices it certainly works no 
benefit to any portion of the trade for 
prices on bargain lots to be cut below 
what the goods can be reproduced at. 


Calf Leather 


Buyers have not been so evident 
the past week owing to the in-between 
season and holiday period. Better 
trading is looked for from now on and 
especially at the conclusion of the 
various style shows and expositions 
which are being held in the big cen- 
ters. Tanners and dealers in calf 
leather are expressing confidence in 
the business of the near future, and 
the trade as a whole shows a much 
greater spirit of optimism than a year 


ago at this time. Prices remain prac- 
tically the same. For the top grade 
of skin, 55c. a foot is asked, and one 
foreign importation was quoted as 
high as 62c. The medium grades are 
quoted at 45c. to 60c. and 35c. to 40c. 
for the lower. There is some cheaper 
quality leather on the market ranging 
below these prices. Blacks usually 
range from 3c. to 5c. per foot lower. 
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her Market 


ew of Leather 
Supplies and Prices 


a0 000080 RM 


Side Leather 
There is little change in the situa- 
tion excepting that manufacturers of 
heavy shoes are expected to become 
busier and larger purchasers of 
leather for the remainder of the year 
as more shoe wholesalers will be in 
evidence from different points. For 
full grain chrome colored sides quota- 
tions are 28c. to 30c. per foot for the 
best grades, 28c. to 26c. for medium 
and 20c. for lower. Snuffed leather 
brings 3c. to 5c. per foot lower per 
grade. There is a better call for the 
new finishes of side leather and im- 
proved demand is also expected for 
veals, kips and elk leather. 
Glazed Kid 


The best call is for small sized 








COMPARATIVE LEATHER AND HIDE PRICES 
Upper Leather (price per foot) 


Pre-War Peak To-day 
Calf, suede, top grade.......... $0.32 a $0.35 $1.40 a $1.50 $0.70 a $0.90 
Calf, smooth colored, top grade.. .28a .30 140a 1.50 45a .55 
Calf, smooth, black, ‘top grade .. .26a  .28 1.30a 1.40 40a 45 
Side leather, "colors, top grade.. 18a _ .22 -75a 1.00 25a .80 
Side leather, black, top grade.. 16a .20 65a .90 24a .28 
White buck, top grade Rt eae 28a .380 90a 1.00 35a .40 
Elk, heavy DE ntcdencawaa 24a .26 65a .70 24a .26 
Kid, colors, best, fancy ........ 35a .40 1.40a 1.65 90a 1.00 
Kid, colors, top grade Setndpbimiork abcd 33a  .35 1.35a 1.60 -70a_ .80 
Kid, black, top grade ........... 28a  .380 1.35a 1.50 60a .70 
Kid, medium, colors ........... 20a .24 -70a 1.10 85a  .60 
Kid, medium, black ............ 18a .22 60a 1.00 30a .50 
Kid, cheap ..........-sseeeeees 06a .12 20a .86 10a_ .20 
Chrome patent sides ........... 25a .80 85a 1.05 35a  .45 
Sole Leather (price per pound) 
Hemlock No. 1 ........+s-+e00 32a 388 56a  .58 ee kgs 
NNN. 5.64 ok Gsesddsuseasansins® — a BOM rcs 40a .50 
rrr ocr ee 28a 389 92a 95 ae 
No. 1 oak bends, shoe mfrs.’ use. .46a  .47 98a 1.05 60a .65 
No. 1 oak bends, finders’ use. wt 2 1.15a 1.25 80a .85 
Raw Hides and a | <a per pound) 

Native steers, as used in sole 

leather, harness, etc. ......... sta ee 52a «55 18a 4.14 
Heavy Texas steers, for sole 

MIE dis. r4:'6,0:04.406'4, 0 Sub 0164s. ¢ oc@ a6 oe ae inc’ 2s 
Light native cows, for side upper 

ar tae ee -@ Is oe eS ita 33 
Branded cows, ‘for light sole 

RECA. ocx vides basevus<e a 17% sug ae a | 
No. 1 buffs, for heavy upper and 

ee een ern errs ee ae 45a .50 06a .07 
No. 1 Chicago City calfskins, for 

We CA 1OGTMET ..0.cccccccccce soe yee 80a 1.02% 15a .20 
Kids, for upper leather ......... a a. 65a .80 07a «14 
B. A. hides, for hemlock sole 

EE. 5064:002.440.s04604-0005-4 -a .380 42a 46 16a .17% 
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Arch Preserver Shoes 
FOR MEN 


: Keep Good Feet Good 


Is there a need for a shoe possessing the 
peculiar features of the Arch Preserver Shoe? 
We say very frankly—Yes. 











The Arch Preserver last is the only last which will produce a shoe with these pe- 
culiar features of constructive shoemaking and the Anchored Arch bridge construc- 
tion of the Arch Preserver Shoe provides the only tread base which meets the Specifica- 
tions and demands of the foot as it is today; and which at the same time permits the 
making of shoes having a style and character acceptable by men of refined taste for use 
upon all occasions and for all purposes. 


The new and original system for properly It is our belief that the Arch Preserver Shoe 
measuring the foot insures the quick and accurate is the only shoe ever offered to the shoe trade 
selection of the length and width of shoes which that is anatomically and mechanically right for 
give the customer INSTANTLY the sensation of a__the perfectly good or normal foot wear. It is a 
! perfect fit and a different and better feel that regular shoe for regular feet and must not be 
comes to all Arch Preserver users. classed as a cripple shoe. 


For the Shoe Dealer the Arch Preserver Shoe will accomplish these things: 


1st. It will enable him very materially to cut down the number of lines of shoes in his store. 

i] 

j 2d. It will reduce the average time consumed in fitting and selling a pair of shoes from 25 
to 50 per cent provided the shoes are treated in the store as regular shoes and bought in 
leathers, patterns and sizes as regular shoes are bought. 

3d. It will eliminate at once and forever the eternal and very expensive trouble to keep the 
larger portion of the customers to accept shoes which are fitted the proper length for the 
foot from ball to heel. 

4th. It will reduce to practically the zero point the possibility of loss of time and money and 

j customers as a result of short fitting and once fitted your repeat business is assured. 

5th. Because the shoe presents some real advertising and business-bringing advantages than 
any shoe ever offered the trade before. 


With the above information before you we are thoroughly convinced that you will 
want to know more about the Arch Preserver line that we make, so kindly write to us at 
once for our booklet No. 11, giving you the fullest particulars in reference to all the 
selling and fitting qualities of the shoe itself. 


We shall display the Arch Preserver Shoe at the Shoe and Leather Exposition 
held in Boston July 11, 12, 13, 14, 1921 


























Manufactured by 


E. T. WRIGHT & CO., Inc. 


ROCKLAND, MASS. 
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skins, and of these tanners have the 
least, that is, of the very best quali- 
ties. There is better call now for 
black kid than there has been at any 
time this year. There has been a 
scarcity of what is known as Calcutta 
stock. Goat skin tanners will enlarge 
their operations if the call continues 
to increase for blacks. Heretofore 
the larger skins have been dragging 
and even on them the outlook is now 
better. Prices still range from $1 per 
. foot down to 5c. and 10c., which illus- 
trates that any attempt to standard- 
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ize quotations in between would be 
only confusing to the reader. There 
is no kind of upper shoe leather in 
which the range of prices is so wide. 


Patent Leather 


While the export business is not as 
large as it was formerly the domestic 
demand has shown a perceptible im- 
provement. Much of this is due to the 
combination uses of patent leathers 
with other leathers in making sport 
and novelty footwear. Prices remain 
virtually the same as at our last writ- 
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ing, 48c., 38c., and 30c. per foot for 
the three grades. 


Sole Leather Situation 


There is nothing new to the sole 
leather situation. If anything the de- 
mand has improved over a few weeks 
ago, which is encouraging in view of 
the fact that June is generally a quiet 
month with the sole leather tanners. 
Better trading is now looked forward 
to after stocktaking, when shoe man- 
ufacturers will begin cleaning up their 
orders for fall and winter. 








Salesmanship and Advertising 
The Two Wings of Business 


By J. E. BREITWEISER 





If we are to create confidence on the part of the 
buying public in business to-day, we are going to 
create that confidence largely through the efforts of 
the retail salesmen. It is that man or that woman 
who teaches the final man or woman as he comes to 
make his demand, as he comes to satisfy his needs, 
as he seeks every convenience for the enjoyment of 
happiness, who will educate him either to confidence 
in the business concern that the salesman represents, 
or will lead him to have the suspicion that after all 
the man above is a grafter, and that this particular 
individual is simply an extraordinarily clever go- 
between. 

I am beginning to realize more and more that ad- 
vertising is only one-half of the sales game. I am 
inclined to believe that advertising, with all the 
valuable educational features that it now has, after 
all, is simply one end of the business proposition that 
we have. 

In other words, every bird needs two wings upon 
which to float in the air; in the same way every busi- 
ness needs, on the one side, the development of 
advertising in order to bring the sources of business 
flowing down through the store, and, on the other 
side, it needs the support of good salesmanship in 
order to free the store of the goods after they have 
been put on the shelves. 


Keep the River Clean 


You can see that advertising is like the source 
of a stream, like the clear waters up there; but if 
you muddy up the mouth of the river, it is going to 
become choked and there will not be a clear flow 
of business out of that store. So while we are think- 
ing very often of experts in advertising, while we 
are thinking of merchandising and campaigns, while 
we are thinking of various plans and best business 
efforts, while we are organizing efficiency, remember 
that the final outflow of business and the final profits 
of any store and for any group of business rest 
upon the shoulders of the retail salesman. 

Now let us consider the position of the retail sales- 
man and take some of the practical problems that 
he has to meet. 


Elements in Selling 


First, he must be a man of intelligence and knowl- 
edge. 


He must know, first, the commodity that he 


is selling; secondly, the policies of the house that 
he is representing, and, thirdly, the people to whom 
he is selling. Those are the three elements or the 
three things that must be known—the commodity or 
product, the business concern that he represents and 
its policies, and the people to whom he is selling. 
Now, I challenge you if that is not enough to take 
the keenest kind of an intellect, if that is not enough 
to challenge the finest kind of professional ability. 
In the first place, the knowledge of the product means 
not only the knowledge of sizes, the knowledge of 
the stock, as you have it there immediately, but it 
means a knowledge of the whole history of your busi- 
ness, it means a knowledge of the sources of your 
supplies, it means a knowledge of the manner of 
the organization of the business, it means going 
clear back into the construction and manufacturing 
processes. ‘‘He who knows and knows that he knows 
is wise; follow him” is the old Arabian proverb; and 
some way or another the finest thing that can be 
said of any man or woman when you apply for 
information about your stock, whatever it may be, 
is when that man or woman goes out of that store 
and says, “Well, that man knew his business.” 


Angle of Display 


“Pose Your Shoes Effectively” 
By J. E. BREITWEISER 


There is a-certain angle at which you can look 
at shoes that presents them in the most favorable 
light in the customer’s eyes. Study them in that 
correct angle. Set your shoes in the window at the 
best selling angle. When you show a customer the 
shoes at the fitting stool, find the best display angle. 

The Buick automobile used to have abominable 
lines. It was a sort of dumped-up affair in front of 
the windshield, but it was a good car mechanically. 
There was a certain angle at which it looked fairly 
well, and I remember receiving a commission for 
demonstrating to these people that there was an 
angle at which the car could be viewed at which 
its homeliness was not so apparent. The cars were 
thereafter displayed at the right angle. And people 
were led up to the car so they could view it in this 
best position. 
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Give a receipt 


and get all your money 


The right way to handle a sale 
@ Collect the goods at the 


wrapping counter beside 
the register. 


Tell the customer the price 
and get the money. 

















#A-150 -0126 Jun 18-21 
bs Amount _—— Date 
THIS IS A RECEIPT FOR YOUR 
PURCHASE. | 


THE RAND-JOHNSON CO. 


NEW YORK 


Wrap this receipt in the parcel. 


MORONS HO 





Register the sale. 


Wrap the receipt in the 
parcel. 


© Give the parcel and change 
to the customer. 


©©® ®O 


The customer gets quick service. 
The clerk gets credit for making the sale. 
The merchant gets all of his profits. 


We make cash registers for every line of business. Priced $75 and up. 


NATIONAL 


CASH REGISTER CO. | 


DAYTON. OHIO. 














And get all your money. 
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Fighting for the Vote 


There Are Still 22 States Which Have Failed 
to Pass Absentee Voting Laws 


By WILLIAM S. KULP 


Representative 
McKenzie Shoe 


of 


Co. 


the Helming- 
in New Jersey 


and Eastern Pennsylvania 


Americanization is the desperate 
need at this time, when the United 
States is threatened by radicalism. 
If our parties are 100 per cent for 
Americanization laws they can prove 
it by passing Absentee Voting legis- 
lation, which produces American 
citizens in fact as well as in name. 

Upward of twenty-six States in the 
Union are far ahead of the twenty- 
two lone States that have not enacted 
an Absentee Voting Law. The great 
State of New York at their last an- 
nual election in November, 1919, with 
the largest population of any State 
in the Union, adopted a Constitutional 
Amendment No. 2, making Absentee 
Voting a fact in that State by a ma- 
jority of approximately a quarter of 
a million votes. This should give the 
American people an intelligent view 
of the virtue and need for Absentee 
Voting at this time. 


Big Percentage Disfranchised 


I find in the past that the political 
parties of our States have passed elec- 
tion laws disfranchising 52 per cent 
of the commercial travelers, and also 
those who were unavoidably detained 
from their home on registration day 
owing to their vocation. This was 
done upon theory and good faith, in 
their efforts to safeguard fraud at our 
general elections. The theorist, by 
his complication of the election laws, 
has disfranchised practically a quarter 
of the voting population of the States 
in the Union. 

It is practically impossible to 
achieve Americanization with the com- 
plicated election laws that these 22 





WILLIAM S. KULP 


States in the Union have made. 
Simplification of our election laws 
and efficient handling of the same by 
our citizens is what is most needed 
in this successful Republic. 


Twenty-two States Lagging 


Francis Hugo, Secretary of the State 
of New York, in a recent article in the 
National Traveler, says: “My experi- 
ence in handling the soldier and sailor 
votes on three different occasions— 
during the Mexican situation and the 
World War—was that I was able to 
collect more than 50,000 votes in this 





country and abroad, and this has con- 
vinced me that it is practical to devise 
a method of making Absentee Voting 
practical.” 

The Constitution of the United 
States grants to every man, who is 
an American citizen, the right of 
franchise, but it is a deplorable fact, 
that through the complicated and un- 
fair election laws of some twenty-two 
states in the Union, this right of 
citizenship is taken away from a very 
large number of the most intelligent 
and patriotic citizens. 

Commercial travelers and a large 
number of other people, who on ac- 
count of their vocation are unavoid- 
ably detained from their home on 
registration and election day, are 
denied the full right of citizenship as 
guaranteed by the Constitution, in 
being disfranchised through the unfair 
election laws of those states. 


New Jersey’s Action 


There are a great many states in 
the Union, that at one time or an- 
other, denied the right of franchise 
to this class of intelligent Americans 
but through the wisdom and fearless- 
ness of broadminded law makers, men 
who had the courage of their convic- 
tions, the mistakes of previous legis- 
lators were corrected, so that to-day 
we have twenty-six states in the 
Union that have legalized Absentee 
Voting, thereby granting to all the 
citizens of those respective states 
citizenship in fact as well as in name. 

New Jersey will have Absentee Vot- 
ing despite the veto of Governor Ed- 
ward I. Edwards. Assembly Bill No. 
252, which had for its object the 
revising and codifying of the election 
laws and legalizing of Absentee Vot- 
ing, was passed by the Senate on 
April 15 by a vote of 13 to 8. When 
this measure came to Governor Ed- 
wards’ desk he vetoed it. On April 
28 the house, by a vote of 41 to 7, 
repassed this bill over the veto of 
the Governor and the Senate on the 
29th concurred in this action by re- 
passing the bill 11 to 7. 
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Oxfords and Strap Effects 


All in Stock Styles Ready to Ship 
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No. 768—Price $4.50 





No. 766—Price $4.50 
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No. 639—Price $3.00 
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No. 795—Price $4.50 


Tan Calf Oxford. Tip and Ball 
Strap. 11/8 Heel. Welt. Princess 


Last. 
No. 798 Same in Cocoa Calf. AA 
to D. 


No. 769—Price $4.50 


Cocoa Calf Oxford. Tip and Ball 
Strap. Welt. 13/8 Heel. Broad- 
way Last. AA to D. 
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Thomson Crooker Shoe Co. 
18 Station Street, Boston, 20, Mass. 
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WISCONSIN MEN CELEBRATE 
Second Annual Outing Held June 30 


Milwaukee, Wis., July 11.—The 
second annual outing of.the Wisconsin 
Shoe Travelers’ Association was held 
Thursday, June 30, at Pewaukee Lake, 
which is about twenty miles west of 
Milwaukee. As a year ago, the out- 
ing was a stag affair, and limited to 
members of the Association. The 
William Lehman resort on the lake 
was chartered for the day. The mem- 
bers met at Grand avenue and Tenth 
street at 8:30 a.m., those having cars 
accommodating the members who did 
not drive. Others who were not able 
to go until later, proceeded by regular 
electric interurban cars. The pro- 
gram included a chicken dinner at 
noon, with games and sports on land 
and water to fill out the day. 





GEORGE A. CAMPBELL 


Secretary-Treasurer of the Ohio Shoe 
Travelers’ Association 





THOMAS HUME 
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Sherwood Man Goes Abroad 


New York, July 10.—Joseph La- 
batto, the New York representative 
of the Sherwood Shoe Co. of Roch- 
ester, sailed yesterday on the New 
Amsterdam for Holland. Mr. La- 
batto’s trip is in the nature of a vaca- 
tion and will last for some weeks. 
William F. Schoell, of 929 Chestnut 
street, Philadelphia, will take care of 
the requirements of his customers and 
generally handle his affairs during his 
absence. 


G. J. LaMontagne, who sells Marion 
shoes in New York state, sprung a 
few new styles at the Rochester Style 
Show. “Monty,” as he is generally 
known, was at his headquarters, Room 
507, to meet his host of friends. 
Monty is one of the leading Marion 
salesmen and his factory is working 
at more than normal production. 


OHIO TRAVELERS MEET 


Blue Ticket Successful at Annual 
Election 


On Saturday, June 18, the annual 
election of officers of the Ohio Shoe 
Travelers’ Association was held at the 
club rooms, 604-606 Commerce Build- 
ing, Columbus, Ohio. The entire Blue 
ticket was successful in this cam- 
paign, electing to serve for the fol- 
lowing year: Harlan Rhoads, presi- 
dent; C. R. Maxwell, vice-president; 
A. L. Hock, second vice-president; 
Geo. A. Campbell, secretary and treas- 
urer; Wm. H. Reichel, assistant secre- 
tary. Directors for two years: R. 
V. Zartman,.J. J. Schuler and R. S. 
McPeak. 





NOW WITH U. S. RUBBER 


Thomas Hume and George F. Naugel 
made special representatives 


Two men well-known in the retail 
trade have been made special repre- 
sentatives of the sole and heel depart- 
ment of the United States Rubber 
Company in which capacity their re- 
spective jobs will be to do missionary 
work among the retail shoe mer- 
chants. 

For this they are well equipped. 
Mr. Hume has been in the retail end 
of the game for several years as 
buyer and* store manager. At one 
time he was with the Crossett Shoe 
Company, 78 Boylston Street, Boston, 
and later with Haynes & Company, 
Springfield, Mass. Mr. Naugel has 
been with the Regal Shoe Company 
and more recently was manager of 
one of the Boston stores of the Emer- 
son Shoe Company. 


TO VISIT EUROPE 


Banquet Tendered Thomas S. Childs 
At Holyoke Before Departure 


HOLYOKE, Mass.—A banquet was 
tendered Thomas S. Childs, one of 
Holyoke’s leading retail shoe mer- 
chants at the Nonotuck Hotel, Hol- 
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yoke, Monday evening, June 6. The 
affair was in charge of Messrs. 
Gearin, Beauchem and McDonald. 
Mr. Childs with his wife and two 
sons sailed for Europe June 25, to re- 
main away until September. After 
the dinner short talks were in order 
and, incidentally, Mr. Childs was pre- 
sented with a handsome trunk. 





CHARLES AUER 
Eastern Representative of P. Sullivan 
€ Co. 


AUER IN NEW YORK 


Opens New York Office for P. Sullivan 
& Company 


Charles Auer, eastern representa- 
tive of P. Sullivan & Co., Cincinnati, 
Ohio, has recently opened a New York 
office at 560 Marbridge Bldg. Mr. 
Auer is one of the oldest men on his 
company’s sales force and during the 
past few years has made exceptional 
records. 





GEORGE F. NAUGEL 
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REPCO—your customers want it 


EPCO is a liquid enamel which restores the 
new appearance to sole edges and to heels. 
It’s very popular with the trade. 


Repco Heel and Edge Enamel clings firmly and 
evenly to the surface. It does not rub off. 


Repco is made in all the stylish shades—white, 
ivory, light gray, dark gray, champagne and 
Havana brown. 


For sale by Shoe Findings Jobbers. Better order 
some today. : 


United Shoe Machinery Corporation, Boston 
J. K. Krieg Company, New York 
United Shoe Repairing Machine Company, Boston 
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THE WORD COMFY, WHICH WE USED IN OUR AD IN JUNE 1ith 

ISSUE OF THE BOOT & SHOE RECORDER, WAS AN’ ERROR AND 

i SHOULD HAVE READ “COMFORTABLE,” SINCE THE WORD 

: COMFY IS THE REGISTERED TRADE-MARK OF THE DANIEL 
GREEN FELT SHOE COMPANY, DOLGEVILLE, N. Y. 


As Good as the Best, and Better Priced—Carefully Fashioned and 
of Superior Workmanship 
— WRITE FOR SAMPLES — 


Women's ,nibtce Trinmed Mec: GREATER NEW YORK MFG. CO. 


casin in All Colors. All Wool, 26 
= _ epedaail ee MANUFACTURERS OF 
a t t ip- 
cao. ab oe ee ee, FELT AND BATH SLIPPERS 
ford, Navy Blue, Brown and Khaki. 40 WALKER STREET 












NEW YORK CITY 
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BOSTON, MASS. 
400 rooms, 300 baths, $2.00 a day and up. 
For years the “Essex” has enjoyed the distinction of being headquarters for the shoe and 
leather trade. 


Manufacturers, wholesalers, retailers and salesmen find here the accommodations that satisfy. 
Reasonable rates and efficient service are features of “Essex” service that please. 


THE ESSEX HOTEL COMPANY 
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SPACE SELLING FAST 


Various Markets Eager to Sign Up 
for Space at Chicago’s 
N. S. R. A. Show 


With the convention of the Illinois 
retail shoe merchants and the Chicago 
Exposition over, the attention of 
Chicago merchants is being focused 
upon arrangements of the forthcom- 
ing national convention to be held 
here next January. General Chair- 
man John O’Connor, and Executive 
Convention Secretary Milo Westbrook 
have sent to the various district con- 
vention managers throughout the 
country blue prints of the Coliseum 
and a color plate of the standardized 
booths decorated and furnished as 
they will be turned over to the ex- 
hibitors. The response from several 
shoe manufacturing centers has been 
beyond the fondest anticipations of 
the convention committee. 

When the convention committee 
started on their work they had a feel- 
ing that they had a selling job ahead 
of them in order to dispose of the 340 
odd booths available in the Coliseum. 
The demand for display space from 
several manufacturing centers, how- 
ever, has been so great that in addi- 
tion to the Coliseum and the Greer 
Building, which were at first thought 
to be sufficient, the big Armory across 
the alley from the Coliseum will have 
to be utilized also. 


Space Demands Grow 


New England, to which were origin- 
ally allotted 48 spaces, wants 96 spaces 
—all in a group. Cincinnati manu- 
facturers are eager for 15 more 
spaces than were occupied by this 
market at the great Milwaukee show. 
From every market center, in fact, 
the demand for space is larger than 
the original allotment of the conven- 
tion committee. St. Louis has signed 
an agreement for 23 spaces and was 
happy to comply with all the rules 
and regulations laid down by the dis- 
play committee of the National Asso- 
ciation. 

The idea of standardized display 
booths is apparently very pleasing to 
the manufacturers. The booths are 
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Chicago 


well equipped, nicely decorated and 
very convenient. The excessive cost 
of several market displays at Mil- 
waukee proved a heavy burden upon 
many manufacturers who were other- 
wise hard hit financially. Since the 
various markets have been assured 
that all are to be treated alike and the 
expense of making a display will not 
be excessive, they are more than 
anxious to display their lines at the 
forthcoming National Convention. 

Outside of the big recognized shoe 
centers there are many factories 
which will profit by the standardized 
booth arrangement and by the care 
which the booth committee is exer- 
cising in seeing to it that all of the 
desirable display spaces are not allot- 
ted to the big market groups. By the 
present arrangement these factories 
from the smaller cities will be given 
an even “shake” on the desirable dis- 
play spaces. 

The display spaces in the Armory 
will be very desirable and probably a 
little less expensive than those in the 
main Coliseum. It is expected that 
one of the big groups of manufac- 
turers will take over a large section 
of this space and consequently popu- 
larize this part of the big show. 


Attendance to Be Great 


The various district convention 
managers are getting in touch with 
all the manufacturers in their respec- 
tive districts and giving them full in- 
formation about exhibit space. Manu- 
facturers, however, should feel at 
perfect liberty to write Milo E. West- 
brook, 417 South Dearborn Street, 
Chicago. 

From all over the country the vari- 
ous associations are taking a keen 
interest and the officers are already 
sending out literature impressing upon 
the members the importance of at- 
tending the Chicago annual conven- 
tion. Undoubtedly all attendance rec- 
ords will be broken. 


White Footwear Most Wanted 


The hot weather which has pre- 
vailed throughout the Middle West for 
the last four weeks has created an 


bitte 








i a 





TODOTESD CR CUETO RADE h eee 






ters 








unprecedented demand for white foot- 
wear. While sport effects with colored 
trimmings have met with very ready 
sales, the really great demand has 
centered on plain white fabric. White 
buck proved very good during the 
early part of the season but since 
the mercury climbed toward the top 
of the thermometer and has persis- 
tently. remained there, fabrics have 
come into their own. Five-eyelet lace 
oxfords with welt soles and military 
heels have led the procession in point 
of sales. Strap effects with military 
heels in both turn and welt soles have 
proven very good in all grades. In 
the dressier types, turn soles and 
Louis heels and Junior Louis have 
also sold well. White kids with turn 
soles and Louis heels and Junior Louis 
have been popular for dressier occa- 
sions but with all this the big demand 
has centered upon the walking heel 
type. Manufacturers and wholesalers 
have been unable to supply the de- 
mand in the wanted styles. Even at 
this date Chicago and other mid- 
western wholesalers are receiving 
large shipments of white fabric foot- 
wear by express and merchants are 
scrapping with each other to buy it. 


When Should White Sales Begin? 


There is some speculation as to 
when special sales of white footwear 
should be staged. One of the largest 
retail concerns of Chicago expects to 
clean up its entire stock of white foot- 
wear on a special sale by July 15. 
By this method, the members of the 
firm anticipate, they will be able to 
put on special sales of all broken lines 
of leather footwear the latter part of 
the month and by August 10 begin 
advertising and showing new fall foot- 
wear. Maybe this is rushing the sea- 
son and will cause a loss of profit on 
white footwear that might be taken 
if the sale was delayed a week or two 
longer. It is a question which -mer- 
chants should seriously consider be- 
cause the average store has on its 
shelves quite a quantity of gray and 
beige suedes. in strap effects with 
Louis heels and quantities of other 
shoes that were bought early, the 





























Where to Buy | 


Women’s Shoes 


























Westcott Whitmore Co., Syracuse, N. Y. 
BOUDOIRS AND BALLETS IN ST 
Fine Chevrita Kid Hand 


Turned Boudoirs. Quilted 
Sock. Black 










2% to 8. Wom- 
en’s Fine Black 
Kid Ballets. 
Bench Sewed Turns. o.ccs 2 to 7. 1.60. 
Bame in Misses’ 11% to 2,.$1.50. 5% 10 days. 
S41.EM SHOE CO.. Salem, New Hampshire 














COLLINS & STAPLES 
Makers of 
Hand Turned Low Cuts 





BLEECKER STYLES 
Are the last word in footwear 
for stylish women 




























all styles made of Dome/tic and 
Imported Satin. Brocadesand Metal Cloth: 
$220 per pairandup 
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For Shoe : 


INFORMATION tices: 


“Where to Buy” constitutes a 
source of knowledge so that he who 
runs through these pages may read : 
—and learn. a 
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sale of which was interfered with by 
the hot weather which came early 
and has remained constantly. 


R. Metz on a Vacation 


R. Metz, one of the leaders among 
Chicago’s retail shoe merchants, is 
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spending the latter three weeks of 
July in the Wisconsin lake region. 
Mr. Metz is chairman of the Publicity 
Committee of the National Conven- 
tion and before leaving made arrange- 
ments by which the work of his com- 
mittee will be properly carried on 
during his absence. 


Portland 


New Store Doing Good Business 

William Spellman, of Spellman 
Bros., who took over the location for- 
merly occupied by one of the Baker 
stores on March 2, at 270 Washington 
Street, reports a nice trade building 
up,—his success, of course, banked on 
the location having been built up as a 
shoe buying spot, while in the hands 
of the Baker stores. “We came in just 
at the right time,” says Mr. Spell- 
man, “and have had the full benefit of 
the spring business. Women’s sport 
shoes and strap pumps still seem to 
be very much in demand. Our biggest 
demand is for shoes under $10 by both 
men and women. Whites are very 
good now, especially the black and 
white, and brown and white combina- 
tions.” 


Get Together Meeting Held 

One of the largest local meetings 
on record of the Oregon Retail Shoe 
Dealers’ Association was held on 
Thursday, June 23, at the Benson 
Hotel. An evening dinner was given 
as a means of getting together every 
Portland member, as well as several 
of the State members from Salem, 
Eugene, Astoria, Corvallis and other 
cities. In the absence of the presi- 
dent, Mr. H. Bruck, of the Goodyear 
Shoe Co., Mr. W. E. MclIlhenny, of 
Mcllhenny’s, Inc., presided. The prin- 
cipal speakers of the evening were 
Mr. Stone, of Boston, and Mr. Henry 
E. Hagen of the National Shoe Re- 
tailers’ Associationn—a mémber of the 
Board of Directors. Mr. Hagen em- 
phasized the importance of more or- 
ganizations among shoe retailers, and 
the necessity of building up the Na- 
tional Association. Mr. Stone deliv- 
ered an immensely interesting address 
on the style situation and business 
outlook. Both speakers were fresh 
from the convention in San Francisco, 
and brought direct messages that were 
received with unusual interest by 
every dealer present. The minutes of 
the meeting were taken by the new 
secretary, Mr. Roy L. Turnham, mana- 
ger of the Boston Shoe Shop, 129 
Fourth Street, whose installation fol- 
lowed the resignation of J. C. Cald- 
well. Mr. Caldwell is now traveling 
representative of the Ogden Shoe Co. 
of Milwaukee. 


Whites Turning Over Fast 
Mr. Mark Goldstein, of the Model 
Boot Shops, on lower and upper Wash- 
ington Street reports an unprece- 








dented retail sale of white shoes for 
the month of June. “White shoes are 
now selling in abundance in both kid 
and canvas, and in straight, baby and 
high Louis and military heels. The 
calls for white is heavier than usual 
in June. From $7 to $10 is the popu- 
lar selling prices,—higher priced shoes 
are moving slowly. It seems as 
though people are not looking for high 
priced goods at present. Men’s busi- 
ness is still continuing slow, and there 
seems to be little or no demand for 
men’s high grade shoes,—possibly due 
to the unemployment that still pre- 
vails in the lumbering districts. Wom- 
en’s business holds up unusually well. 
We have noticed a decided increase of 
business in our upper Washington 
Street store, since the new tiled fronts 
have been installed.” 


Mr. Sam Goldstein, joint owner- 
manager of the Model Boots Shops, 
Portland, is now en route for the east- 
ern buying centers, after which, in 
company with Mrs. Goldstein, he will 
make a five months’ pleasure tour 
through Europe. 


New Edwin Clapp Store 
Mr. Charles Strait, of the Edwin 
Clapp store went to Seattle in the 
middle of June, where it is reported 
that another Edwin Clapp store is to 
be opened up. 


No Decrease in Prices 

Mr. O. E. Krausse, of Krausse Bro., 
wholesale shoe dealers does not look 
for any drop in shoe prices. “If any- 
thing,” says Mr. Krausse, “Shoes will 
be higher next season. Calf skins are 
higher and labor conditions and wage 
scales indicate that the price of shoes 
will also go high.. The flooding of the 
market with overstocks that have been 
sold at much less than manufacturers’ 
costs have helped to create a general 
depression in the shoe business. 


Mr. H. Bruck, president of the Ore- 
gon Retail Shoe Dealers’ Association, 
and head of the Goodyear Shoe Co., 
attended the recent convention in San 
Francisco. 


In East Buying 
Mr. O. H. Fithian, of Fithian- 
Barker Co., who recently returned to 
Portland from a week’s visit in East- 
ern Oregon in the interests of the 
Barker estate, left Portland June 25, 
for the eastern buying centers. 
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New Location 
The Staiger Shoe Store will shortly 
be opened in its new location in Mor- 
rison Street, between Fourth and 
Fifth, next to the Lion Clothing Co. 


Why Not Change the Name? 
“Fourth Street might well now be 
called ‘Shoe Avenue,’” says Maurice 


BOOT AND SHOE RECORDER 


Goodman, of Goodman Bros. “A 
careful survey of the retail shoe shops 
of the city will determine that Fourth 
Street is fairly peppered with thriv- 
ing, live wire shoe shops,—it is cer- 
tain that more pairs of shoes are sold 
on Fourth Street than in all other 
parts of the city combined.” Maurice 
Goodman is leaving for the eastern 
buying markets shortly. 


Boston 


RESERVE BANK OPTIMISTIC 


Retail Distribution Continues, Says 
Statement; Inventories Working 
Lower 


Factors in the business situation 
which might be construed as_ pessi- 
mistic, “are offset,” says the monthly 
review issued by the Federal Reserve 
Bank of Boston, “by several of a truly 
optimistic nature, doubly so because 
of their very fundamental character.” 

The first of these factors, says the 
statement, is that the distribution of 
goods to the co sumer continues with- 
out interruption. “This is evidenced 
by reports from department stores, 
not only in New England but through- 
out the country, which have shown 
month after month that the net sales 
of these stores in dollars have been 
very nearly equal to their sales in 
the corresponding months of the year 
previous. When it is considered that 
retail prices in most cases have been 
reduced to the present replacement 
basis, it will be seen that the physical 
volume of sales throughout the coun- 
try is larger now than a year ago.” 

The statement then goes on to point 
out the ever increasing activity in in- 
dustries making what is characterized 
as “consumer goods” and deduces 
from that fact that the public is 
spending and is willing to spend; and 
that the “present retail distribution of 
goods from merchants and producers 
into the hands of te consumers is the 
best kind of evidence that inventories 
of manufactured goods, if not already 
low, must soon be so.” 





White Shoes Still in the Lead 


White shoes continue to monopolize 
the center of the stage in local retail 
circles. This should not be construed 
as meaning that no other type of foot- 
wear is selling, as strap effects in 
brown and black satins and suedes are 
beginning to attract attention. Black 
is generally conceded to be the “big 
bet” for fall. 
are having a fair sale and retail mer- 
chants who carry lines of comfort 
shoes report a steadily increasing 
business. It is a fact worthy of note 
that while many of the department 
stores are having sales of white and 
sports costumes, skirts, etc., there 
have been few if any reductions in 
the retail selling prices of white foot- 
wear. 


Tan calf oxfords, also, 


Atmosphere of Exclusiveness Good 
Psychology 


The average specialty shop, whether 
footwear or some other class of mer- 
chandise, usually tries to create an at- 
mosphere of exclusiveness by the dain- 
tiness of its appointments and window 
trims, courtesy of its sales force and 
in many other ways. Seldom, how- 
ever, does the idea of the restfulness 
of the shop crop out in their advertis- 
ing. Nevertheless, it is a logical ap- 
peal, especially to women. Fletcher & 
Company, with a small shop in the 
corridor of the Little Building, an of- 
fice structure at 80 Boylston Street, 
have hit this note well-in*recent ad- 
vertising, from one of which is quoted 
the following: 

“The idea, we are willing to admit, 
was borrowed from a Paris Salon of 
Fashion. Inside, secluded, quiet, this 
shop has brought to conservative Bos- 
ton a new idea in show distribution— 
something entirely different—a place 
where at your leisure you can turn 
your thoughts to footwear needs, ab- 
solutely free from outside interfer- 
ence or disturbance. 

“Buying one’s shoes is, after all, a 
particular task, and in being able to 
offer you surroundings most congenial 
to the performance of this duty, we 
have hit upon something that the 
weary shopper has long desired—a 
place to shop and to get rested, at one 
and the same time.” 


Making the Price Drop Clear 


One of the most successful exam- 
ples of “getting across” just how 
great the reduction in the retail price 
of footwear has been is seen in win- 
dow cards now on display at Willson’s 
Shoe Shop and the All America Shoe 
Shop of this city. The card lists va- 
rious types of shoes, gives the war 
price, the present price and the price 
drop (or saving) in dollars and cents. 
This is much better than giving the 
drop in percentage. A case in mind, 
borrowed from the Willson Shoe ‘Shop 
card, is that of a tan calf woman’s ox- 
ford, the war price of which was $11 
and the present price of which is $6.50, 
making the reduction in dollars and 
cents of $4.50. This is a much clearer 
way to present the facts than to ad- 
vertise a reduction of about 40 per 
cent, which it was. It means more to 
the window shopper and looks “big- 
ger.’ 
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Where toBuy 


Women’s Shoes 





















WOMEN’S McKAY 
Slippers and Boots 


of Character 
HARRISON-LOCKWOOD CO. 
fee Beet, em. 











Lower Priced 


than the Best, 

Better Quality 

than the Rest! 
Send for Catalogue 


MAID-RITE FELT SLIPPER CO., Inc. 
163-169 Livingston St., Brooklyn, N. Y. 

















E. A. & M. C. Witherell Co. 
Manufacturers 


Women’s Turn 
Boots and Slippers 
Fac! 
oo 
207 Essez S%. Reom2i1 








FERN & POOR CO., Inc. 


Manufacturers 
Newburyport, Mass. 


Women’s Turn 
Comforts 
Boots & Slippers 
for the wholesale trade 






















WOMEN'S TURN SPECIALTIES 
COMFORT SHOES IN STOCK 
with U.S. Rubber Heels Attached 


TURN NOVELTIES 
On All Lasts 
Inquiries Promptly Answered 
Felstiner-O'Connell ShoeCo.,Inc. 
Washington Street - - - Haverhill, Mass. 











Phillips-Cram Corp. 
Makers of 
Women’s Turn 
Slippers 
276 River St., Haverhill, Mass, 


Boston Office 
207 Eesex Street 











Where to Buy 


Boys’ Shoes 














“‘Standard’’ Shoe for Boys. Two 
fun double soles, high grade oak 
leather. 


Upper—Elk or r 
stock; will wear like iron. Will 
not rows teh- 
ing—back stay. Full vamp 
under toe cap. is. 
Georgetown Standard Shee 
Price Co., Ine. 
$2.60 Georgetown Mass. 
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Where to Buy 


Women’s Shoes 














| 





LYN, 





BALLET SLIPPERS 





Ready To Ship NOW 
Black Cab., at $1.40, Black Kid, $1.65, 
for women’s, Five cents between runs 
on misses’ and children’s. Special prices 
in 1000 pair lots. Let us hear from you. 


HAMMOND SHOE CO.. 
7 Fleet Street, Haverhill, Mass. 








Howard & Foster Co. 
Men’s and Women’s Welts 


Address all Communications to the 
factory at 
Brockton, Mass. 





Harding Shoe Co., Inc... 


Makers «, wanes Turn Shoes Specializing 
n High Grade Novelties 


NEW YORK BOSTON 

D. F. Mellen 139 Lincoln 8t. 
Bernard L. Durgin 

Factory 

mes Haverhill, Mass. quem 





WOMEN’S FINE TURNS and NOVELTIES 


We are now situated in our big, new factory, and 
production is ‘‘hitting on high.’’ The high-qual- 
ity standard will be better maintained than ever 





before. 
TESSIER & BOWDOIN 
172 Washington St., Haverhill, Mass. 








Strap Sandal 


of bright cab., with 


low heel. 

IN STOCK 
PRICE $1.65 
Also 2 and 8 straps. 
Five cents extra for each strap. 
Terms 2/10 net 30, 

Bay State Slipper Company 
Haverhill. Maas. 




















Where toBuy 


Shoes at Auction 











HENRY LILLY CO. 


88-90 Reade St. New York 
AUCTION TRADE SALES 


SHOES AND RUBBERS 


Every Wednesday and Friday 
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Milwaukee 


Weyenberg Shoes to Have New Dis- 
tribution in West 


The question of proximity has long 
been a barrier to both Milwaukee 
shoe manufacturers and western mer- 
chants who wanted Milwaukee-made 
shoes. This drawback has now 
been eliminated by the Weyenberg 
Shoe Mfg. Co., through the opening 
of a branch in Portland, Ore., and 
through an arrangement with the 
Gunnerson Shoe Co., Los Angeles, 


Cal., as southwestern distributors. 


Mr. W. J. Booth, vice-president of the 
Weyenberg Shoe Mfg. Co., of Milwau- 
kee, Wis., who has personally had 
charge of all arrangements recently 
made an extended investigation trip 
through the coast States. 

Each of these new distributing cen- 





H. J. FITTS 


ters will have an extensive sphere of 
operation. Under the new arrange- 
ment the Gunnerson Shoe Co. will be 
distributors of Weyenberg shoes in 
the Southwestern territory. 

The Gunnerson Shoe Co. was estab- 
lished in January, 1920, by Gerald 
Gunnerson, who came to the Pacific 
Coast from Minneapolis. Mr. Gunner- 
son is president and general manager 
and he has associated with him as 
salesmanager, Mr. F. Stoy Spangler, 
who has been connected with the shoe 
business in Southern California for a 
number of years. The speed is fur- 
nished by the son, John M. Gunner- 
son, who is now in the Hawaiian 
Islands. 

The Gunnerson Co. proposes to give 
the best of service to thé trade in the 
bay cities as well as Southern Cali- 
fornia. Offices have been opened in 
the Pacific Building and two men will 


be placed in this territory. One will. 


cover San Francisco and the other 
Oakland and nearby towns. 

Several carload shipments of Wey- 
enberg shoes have already gone for- 
ward to, Los Angeles and by July 1 
the transfer of territory and accounts 
will have been completed. On and 
after that date the force of Gunner- 
son salesmen will sell Weyenberg 
shoes and Simplex children shoes. 

All coast territory north will be 
served by the>Weyenberg Shoe Mfg. 
Co.’s Portland branch. All arrange- 
ments have been completed and the 
building at 61 Fifth Street, Portland, 
Ore., has been leased as store rooms 
and offices of the new Portland 
branch. 

The man who will be put in charge 
as manager of the Portland branch is 
Harry J. Fitts, now Indiana represen- 





IVAN L. McCABE 


tative and manager of the Indian- 
apolis office of the Weyenberg Shoe 
Mfg. Co. He will personally direct 
the sales work and have charge of the 
group of salesmen who will cover the 
northern coast States. The Boot & 
SHOE RECORDER joins his many ac- 
quaintances and friends in congratu- 
lating Mr. Fitts and wishing him 
nothing but success. Ivan L. McCabe, 
now assistant credit man at the home 
office, will accompany Mr. Fitts as 
credit and office man. He has been 
with the Weyenberg Shoe Mfg. Co. 
for nearly two years and so is well 
equipped to handle the work that he 
has been intrusted with. 

The opening of these two new dis- 
tributing centers by as large a con- 
cern as the Weyenberg Shoe Mfg. Co. 
is certainly a recognition of the im- 
portance of the coast States as a field 
of business. 











NED RNE NTIS ARES NTE MRS 
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Hot Weather Places Sale of White 
Footwear Far in Advance of 
Other Years 


The torrid season this year was ad- 
vanced about a week or ten days from 
normal, as a consequence of which 
white goods have had an unusually 
early vogue and volume. Ordinarily 
the real hot weather of the summer 
does not arrive until July 4, but by 
the time the holiday came this year 
Milwaukee and Wisconsin had been 
sweltering for more than a _ week. 
Sales of white footwear so far in the 
season are generally reported to be 
the largest on record. 

Other shoes for women have been 
moving fairly well, but trade has en- 
tered the dull season of midsummer 
and local dealers are employing some 
old and new devices to stimulate bus- 
iness and get merchandise from the 
shelves. July 1 witnessed the appear- 
ance of “Midsummer Clearing Sale” 
signs in many downtown shoe store 
windows. A good response has been 
noted so far, although the Indepen- 
dence Day holiday broke into the run 
of business. With most factories and 
places of business closed from Friday 
evening, July 2, to Tuesday morning, 
July 5, thousands of families departed 
for the interior lake region and the 
city was quite deserted for three days. 

Business in men’s shoes is of a 
fairly satisfactory volume. In respect 
to demand for white goods and sport 
shoes, the men of Milwaukee are fall- 
ing far behind the women. No real 
response has come to the appeal of 
stores on white goods. However, good 
trade is noted in oxfords, although the 
more staple styles have a better call 
than the fancier novelties. The ox- 
fords of the semi-brogue type, in light 
and dark tan shades and chocolate, 
as well as ball straps and perforated 
styles, are steadily becoming more 
popular as the season advances and 
the men on the streets are encourag- 
ing those who have remained partial 
to the staples. 


The Factory Outlook 


Milwaukee and Wisconsin boot and 
shoe factories are maintaining a fair 
degree of production throughout the 
hot weather, although in the first 
week or ten days of July the taking of 
midsummer inventories, balancing of 
stocks, and overhauling of plants has 
reduced output. It is encouraging to 
note, however, that dealers are put- 
ting in fair-sized orders for fall which 
will keep factories well occupied from 
this time forward. New buying con- 
tinues to be largely in small lots, but 
they cover a variety of styles and 
sizes. The average dealer is not go- 
ing much further at present than to 
fill the holes in his cases, but the ten- 
dency among the keener students of 
future business is to place conserva- 
tive orders ahead. 
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Brothers Open New Store 


Jos. Wnentkowski & Sons opened 
their new shoe store at 731 Lincoln 
Avenue, Milwaukee, on Wednesday, 
June 29, with a complete new stock 
of men’s, women’s and children’s 
shoes. The firm consists of Walter, 
Harry, Max and Joseph Wnentkowski. 
All are experienced shoe men and 
have been conducting stores at 719 
Lincoln Avenue and 22 Wright Street, 
on the south and north sides of the 
city, respectively. Walter Wnentkow- 
ski has been for a number of years 
state representative of the Sidwell- 
DeWindt Shoe Co. The general man- 
agement of the retail business is in 
the hands of Max Wnentkowski. 


Opens Children’s Department 


The Novelty Boot Shop, 837 College 
Avenue, Appleton, Wis., has added a 
complete children’s department as 
well as an “economy section.” The 
interior of the store has been remod- 
eled by the removal of a partition and 
a balcony, adding twenty feet to the 
length of the shop. New shelving 
has been installed and eighteen addi- 
tional seats provided, giving a seating 
capacity of forty-two. 


New Stores for Sheboygan 


A new boot shop will be thrown 
open to the public of Sheboygan, Wis., 
on July 9 when Henry Schild begins 
business at 1030 Michigan Avenue. 
He is a veteran shoe and leather man 
and has had considerable retail mer- 
chandising experience. For a num- 
ber of years he was superintendent 
of the Badger State Tanning Co., an 
Armour subsidiary, operating a large 
tannery in Sheboygan. 

Sheboygan will have still another 
retail shoe store within a short time, 
the Davis Shoe Co., with headquarters 
at Racine, Wis., having leased the 
building at 511 North Eighth Street. 
It is now being remodeled and re- 
equipped and will be ready for its for- 
mal opening about the middle of July. 
The Davis company conducts a fac- 
tory in Racine and is building up a 
series of retail stores, of which the 
new Sheboygan store will be one of 
the largest. 


Red Letter Day 


Sunday, July 17, is to be a real red 
letter day in the history of the Mil- 
waukee Shoe Dealers’ Association, for 
it is the date of the first annual fam- 
ily outing for members, employees, 
and families. The picnic will be held 
at Hilgen Springs Park at Cedarburg, 
Wis., and arrangements are being 
made by Chairman John Geisinger of 
the executive committee for accom- 
modating about 350 guests. The trip 
will be made in automobiles, the over- 
flow being handled by special, char- 
tered interurban cars on the Milwau- 
kee-Northern Electric railway. 
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WheretoBu 


Men’s Shoes 


PULLMAN TRAVELING Surres 
better*than ever in Qudlity and fit 
Pullman’ 


Originator~ownerr of Jade (ark 






















Colorr Black and Brown 
full sizes 3 to/l in Stock 


M. GUSTIN CO. 


Ww. I9bSt New York 








SHOES, 6 to 14 Inches 
BOOTS, 14 to 20 Inches 


Send for Catalog and 
Prices 








REECE SHOE COMPANY 
Columbus, Nebraska, U. S. A. 
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and 
Nailed 
For Men %zdic 
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THE 
CO-OPERATIVE SHOE 


FOR MEN 
Carried in stock at 11 South Street, 
Boston. 


Brockton Gosgin Boot & Shoe 
a - Mass. 








Stock Dept. 5 <@ 
Is at Your Service CS 


THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 


Where to Buy 


Boys’ Shoes 
































AShoe for Boys 
That Wears 


Marston & Tapley Co. 


DANVERS, MASS. 
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Now Incorporated 


Articles of incorporation were filed 
during the week in behalf of the Otto 
Shoe Co. of Milwaukee, which is or- 
ganized with a capital stock of $25,- 
000 to manufacture and deal in boots, 
shoes, findings, ete. The incorpora- 
tors are given as John V. Kramer, 
Carter O. Schomberg and Vincent E. 
Kramer. No information concerning 
the purposes and plans of the new en- 
terprise are available. 


Pioneer Merchant Buried 

Thomas Kerr, a pioneer boot and 
shoe merchant of Hartland, Wis., 
died June 28, at the age of 82 years. 
He was born in Irvine, Ayrshire, Scot- 
land, November 11, 1839, and went to 
Wisconsin with his parents in 1866, 
locating in Hartland. After learning 
the shoemaking trade at Oconomowoc, 
Mr. Kerr opened a store and shop in 
Hartland in 1875, conducting it with 
success for more than forty years. 
The funeral was held Friday, July 1, 
under Masonic auspices. 


Convention at Sheboygan Aug. 
9 and 10 

The third Pci ahtemnese busi- 
ness conference and convention of the 
Wisconsin Retail Dry Goods Associa- 
tion was held July 6 and 7 at Eau 
Claire. The association embraces all 
of the department stores in addition 
to dry goods and general stores, the 
big Milwaukee department store con- 
cerns all being members. As usual, 
boot and shoe merchandising topics 
received attention in the discussions. 
The annual convention of the Wiscon- 
sin Retail Shoe Dealers’ Association 
will be held at Sheboygan, Aug. 9 and 
10, and shoe men attending the Eau 
Claire conference did some good 
booster work for the bootcraft con- 
vention next month. 


Vice-President of Hospital Assn. 

Edward Freschl, president of the 
Holeproof Hosiery Co., Milwaukee, 
was elected first vice-president of the 
Mount Sinai Hospital Association at 
the annual meeting last week. The 
association owns and operates Mount 
Sinai Hospital at Twelfth and Cedar 
streets, which was doubled in size 
during the year at a cost of about 
$300,000. 


Newark Store Opens in Fond du Lac 

Store No. 412 of the Newark Shoe 
Stores group was formally opened at 
Fond du Lac, Wis., on July 1. It is 
located at 81 South Main Street and 
is under the management of Charles 
Youmans, who was assisted on the 
opening day by M. Lipsky, district 
sales manager. A pair of silk hose 
was presented to each lady customer 
and a safety razor to men customers, 
while casual visitors received souve- 
nirs of clothes brushes, pipes, flowers, 
etc. 
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“The Lavender Shop” 

The Brown Shoe Co. on July 1 re- 
ceived its first customers and visitors 
in its new store at 256 Main Street, 
which already has become popularly 
known as “The Lavender Shop” be- 
cause of the beautiful color scheme 
carried out in the interior trim and 
decorations. The new store is con- 
ducted by Edward Edelson, Lon Segal 
and Charles Edelson of Chicago, all 
experienced retail shoe men. 


Take Over the Foster Plant 

The Freeman Shoe Mfg. Co. of 
Beloit, Wis., which was organized re- 
cently by R. E. Freeman, formerly 
general manager of the Weyenberg 
Shoe Mfg. Co., Milwaukee, to take 
over the Foster plant of the Juvenile 
Shoe Corporation in Beloit, has an- 
nounced that it will manufacture a 
standardized line of men’s high-grade 
dress welts to retail at $5. The line 
for the present will consist of six 
boot and three oxford styles. The 
Foster plant for more than thirty 
years held the reputation of pro- 
ducing some of the highest grade 
ladies’ shoes in the Middle West. 
The executive organization of the 
Freeman company is: President and 
general manager, R. E. Freeman; 
vice-president and treasurer, H. C. 
Freeman; secretary, F. J. Larkin. 
H. C. Freeman and Mr. Larkin until 
now have been principal officials of 
the Tomahawk (Wis.) Shoe Co., Mr. 
Larkin being especially known in the 
retail trade of the country as a trav- 
eler for many years. 


New Wage Order 

The Industrial Commission of Wis- 
consin has promulgated a new order 
revising the minimum wage rates for 
women and minor employees in this 
State. The rates are almost iden- 
tical with the new schedules put into 
effect in the State of Minnesota on 
Jan. 1, 1921. The Wisconsin order 
for the first time recognizes a differ- 
ence in the living cost in small coun- 
try communities and the larger cities, 
for it increases the minimum wage 
for experienced employees over 17 
years of age to 25 cents an hour, but 
leaves that for such employees in 
cities under 5000 at 22 cents an hour, 
as before. Slight reductions are or- 
dered in the minimum which employ- 
ers may pay inexperienced girls or 
women in the learning period, which 
is limited to six months, as before. 
The new order is effective Aug. 1, 
1921. 

Files Bankruptcy 

Edward J. Gysin, retail dealer in 
boots and shoes at Burlington, Wis., 
filed a voluntary petition in bank- 
ruptcy in the Federal court at Mil- 
waukee on June 30. He admits lia- 
bilities of $22,820, and claims assets 
of $10,209, of which $5,170 is claimed 
exempt. N. E. Kercher of Burling- 
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ton is designated as attorney. Se- 
cured claims amount to $2,500, and 
unsecured claims to $20,151. Assets 
consist of real estaté valued at $4,800 
and stock, $4,500. Unsecured cred- 
itors include the following: Dorothy 
Dodd Shoe Co., Boston, $980; Cope- 
land & Ryder Co., Jefferson, Wis., 
$360; U. S. Rubber Co., $934; Lunn 
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& Sweet, Auburn, Me., $650; Robert- 
son Shoe Co., Minneapolis, $175; 
Franklin-Fox Shoe Co., Milwaukee, 
$364; C. & E. Shoe Co., Columbus, 
$282; Kalt-Zimmers Co., Milwaukee, 
$323; Commonwealth Shoe Co., Whit- 
man, Mass., $1,031; Gutman, Carpen- 
ter & Telling, Chicago, $454; Mara- 
thon Shoe Co., Wausau, Wis., $364. 


Lynchburg 


LITTLE BUYING FOR FALL 


July Clearance Sales the Order of the 
Day—Price Range Is Wide 

Stocks for fall and winter have been 
bought by only a few of the shoe mer- 
chants but, as one of them said: 

“We have done our fall buying and 
we haven’t done our fall buying, for 
what buying we did was no buying at 
all.” Which should be interpreted to 
mean that the retail merchants are 
going light on laying in future stocks. 

In fact, some of what is termed as 
“fall buying” has been such that the 
shoes are already in the house and 
have been placed on sale along with 
other lines. 

The advertisements of most of the 
shoe stores show that a season of 
special sales is at hand, for the no- 
tices in the paper range from a one- 
column box announcing a cleanup of 
white reign-skin pumps and oxfords 
at $1.95 by the G. A. Coleman Com- 
pany to a half-page display of the 
Bell Shoe Store advising that every- 
thing in the house has been marked 
down in a special July clearance sale. 
Among the features offered by the 
Bell store are a gray satin strap pump 
with a choice of heels at $6.45, an as- 
sortment of strap pumps in black, 
brown and blue suede, satin and kid 
at $7.45, men’s shoes at $5.45 and 
$6.45 and bargains in white and pat- 
ent pumps at $1.95. 

A sale of pumps and oxfords for- 
merly marked up to $14.98 has been 
advertised by Gilmers to go on sale 
at $2.95 and $3.95. The shoes shown 
are in patent leather, black and 
brown kid, and white canvas. 


Whites Still in Lead 


White is right, according to the 
Lynchburg shoe merchants. White and 
very little else but white is wanted 
just now. Of course, in whites are 
included sport oxfords trimmed in 
brown and black and these are being 
shown in window displays otherwise 
devoted to all-white shoes. But while 
it cannot be said that combinations 
are losing in popularity, some of the 
merchants report that they are not 
selling as well as they did several 
weeks ago. In styles and materials 
the white shoes shown are varied for 
they range from white satin pumps 
with the full Louis heel for formal 
evening wear to the heelless canvas 
oxfords for strictly sport uses. Al- 
most every style shown in other mate- 
rials is duplicated in white, either in 
kid or in cloth, many times in both. 


Black Pumps Popular 


A glance at the feet of the women 
and girls who are seen in the shopping 
districts any afternoon will show that 
the one-strap black pump has become 
almost as generally accepted for or- 
dinary street wear as the tan oxford, 
for almost every fifth woman observed 
is wearing a shoe of this type. The 
popularity of this style is attributed 
to the fact that they may be had with 
heels of almost every type. Price, too, 
seems to have been a factor in placing 
this shoe before the public. Practi- 
cally every store is showing them at a 
reasonable figure, and one store got 
hold of a special lot of home make and 
put them on at a special price of $4.95. 


Charleston 


USES AEROPLANE TO ADVER- 
TISE 


Stunts Feature Big Sale in Stores of 
W. F. Livingston & Son 


One of the best advertised shoe sales 
ever held in the South is now in full 
swing at the stores of W. F. Living- 
ston & Son, this city. On Sunday, 
June 25, at the Isle of Palms, South 
Carolina’s famous summer resort, Mr. 
Livingston launched his advertising 
campaign by “going up in the air.” 
On one of the trips made by an air- 
plane exhibiting at the Isle of Palms 
Mr. Livingston was a passenger, and 
dropped circulars and other advertis- 


ing matter from the height of several 
thousand feet. With the circulars was 
a coupon entitling the finder to a pair 
of “Livingston Shoes” free. This was 
found by a young lady. 

Beginning with the 30th the first 
fifty persons to enter the stores each 
morning for three mornings were pre- 
sented with a coupon redeemable in 
one dollar’s worth of merchandise. 
The doors open promptly at nine 
o’clock and each morning there has 
been a large crowd awaiting. The 
management reports that the entire 
force is kept hustling from opening 
to closing time and that the progress 
of the sale exceeds their fondest ex- 
pectations. 
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| Children’s Shoes 





























NU BABY SHOE CO., East Lynn, Mass. 








WC. Goodger 


Manufacturer of 
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89Allen St.. Rochester, XV > 
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Soft Soles and Moccasins 
ae - yous Jobber for our 
DO NOT sel} 
i retail rae 
Newcomb-Anderson Shoe Co. 
ROCHESTER, N. Y. 








‘Bonita, Shoe * Baby 


TURNS end SOFT SOLES 


In Stock 


Send. str Catalog 


AH.Mortin@ 
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“ELAM”? 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 
F. S. ELAM SHOE Co. 
Rochester, N. Y. 

Boston Office, 212 Essex Street 








H. C. BROWN COMPANY 
150 Lines Children’ s Shoes 


Guowton Girls to Flexibles 
Single Pairs or Cases 
Gen’! Offices, 155 Lincoln St., Boston, Mass. 











furers 


S=-SOFT SOLES | 
Ws ©] Ot Ors Yo) fifo) 





, woes 















72 


| Where to Buy] 
Standard Shoe Materials 























Boggs & Cobb, Inc., Boston, Mass. 








COATED GEM DUCK 


ADHESIVE BACKING CLOTH 


Rubber and Leather 
Dry Foot Welting 


Sheet Rubber Soling 
B. F. CHAMBERLIN 
184 Summer St. 
BOSTON 
Formerly Walpole Shoe Supply Co 








T. W. GODSOE, Pres. 
W.G. DONALD, Vice-Pres. 
F. E. JONES, Treas 


F. E. JONES COMPANY 
FANCY 


coors MAT KID 


95 South Street, Boston 











The One 
Waterproof 
Leather That 
Takesand Re- 
tains a Polish 
Creese & Cook Co. 350%" Svs 


Tanneries at Danversport 











f==Meyer Shoe Thread== 


is used by shoe polishers for sewing on straw hats. 
Any color can be matched up. Be sure and order 
these threads of your jobber or direct from us. 
State just what you want for hand or machine 
stitching and send sample of the straw you want 
matched. We will do all we can for you. Be 
sure and get ‘‘Meyer’’ Thread and take no other. 
It is the longest and strongest in the world. 
Manufactured by the 
John C. Meyer Thread Co. 

Lowell, Mass., DeptXYZ U.S.A. 

















BEADED 
BUCKLES 





AND NOVELTY EFFECTS 


PARISIAN BEADING WORKS CO. 
4@& WALNUT STS., PHILADELPHIA 


Wisvesa <4 
Window Trim Material 






























Window Displays 
BACKGROUND __ PAPERS, 
ARTIFICIAL FLOWERS, etc. 

Send for Catalogue 
DOTY & SCRIMGEOUR SALES CO. Inc. 
30 Reade Street, New York 
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Several other shoe stores are also 
conducting sales at this time and re- 
port good business. The Globe Shoe 
Co., this city’s newest foot empor- 
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ium, is doing a splendid business, Mr. 
Ellison, the manager, declaring that 
he is more than satisfied with the way 
the public is treating him. 


Denver 


GOOD FALL TRADE EXPECTED 


Crop Outlook Excellent—Record Acre- 
age Has Been Planted 


Shoe merchants of Denver report 
that during the month of June they 
did a good business in the sale of 
summer footwear. Strap effects in 
women’s shoes have sold well and the 
dealers report that there have been 
fewer high shoes sold this spring and 
so far this summer than any other 
year. Stocks of summer footwear are 
badly broken and it will be almost im- 
possible to replenish them in time for 
this summer’s trade. As a result bus- 
iness at the Denver shoe stores will 
be affected just that much. 

A very good outlook for fall and 
winter business looms as the state’s 
crop outlook is excellent. Colorado 
promises to break all records in the 
acreage devoted to wheat this year. 
Reports from the county assessors to 
the state immigration department in- 
dicate that nearly 200,000 more acres 
have been planted with winter wheat 
than ever before, and the reports are 
only 85 per cent completed. A falling 
off in spring wheat, however, has been 
noted. To date, 310,000 acres of 
spring wheat have been reported this 
year, compared with 335,000 acres in 
1920. Other Colorado crops are also 
reported in good condition. When 
these crops are harvested and the 
money derived therefrom put into cir- 
culation all lines of business will move 
forward in Colorado as a result. 


Denver Firm Opens New Store 

David Tober, one of Denver’s pro- 
gressive shoe merchants, has opened 
another shoe store in Denver, at 714 
Fifteenth Street. His main store is at 
1521 Lawrence Street. “A constantly 
increasing volume of business at my 
Lawrence Street shoe store has made 
it necessary to provide additional quar- 
ters to properly serve my thousands of 
patrons,” stated Mr. Tober in speaking 
of the opening of the new store. At 
the opening of the new store Mr. To- 


ber gave to every purchaser of shoes 
at either of his stores a pair of silk 
hose. D. Ward Brown is the manager 
of the Tober store No. 2, while Morris 
Vodian is manager of the main Tober 
store. Mr. Tober is not only at this 
time experiencing good business, but 
he is looking ahead to even better 
business and is making ready to take 
care of it in the best possible way. 
The new store is well equipped and is. 
one of the most up-to-date shoe stores 
in this part of the country, It has an 
attractive front and well arranged dis- 
play windows. 


Pioneer Denver Shoe Man Dies 

Robert Glasgow, a pioneer shoe 
merchant of Denver, died in this city 
early in June after a brief illness. 
He was 78 years old and was born in 
Cherry Ford, Ohio, April 8, 1843. He 
came to Colorado in 1870 and engaged 
in the shoe business as a salesman. 
Later he became the senior member 
of the firm of Glasgow, Keese & Com- 
pany, retail shoe merchants. At the 
time of his death Mr. Glasgow was 
connected with the Cross Shoe Com- 
pany, Denver. He is survived by his 
widow, two sons and two daughters. 


Rocky Mountain Notes 
The Royal Shoe Store, South Broad- 
way and Irvington Place, Denver, is 
at this time conducting a sale prior to 
quitting the shoe business. H. Suk- 
man is proprietor of the store. 


W. C. Brooks, for fifteen years with 
the May company, Denver, is the new 
manager of the Hibbs Clothing Com- 
pany, which is now located in its new 
home at 313 Main Street, Fort Mor- 
gan, Col. 





The Weaver people, who recently 
opened a shoe store in Denver at 912 
Sixteenth Street and who operate a 
store at 410 Main Street, Pueblo, Col., 
have been featuring their line of wom- 
en’s low shoes for summer of late with 
good results. 


Kansas City 


WHOLESALE HOUSE CHANGE 
HANDS 


Interest in McElwain-Barton Pur- 
chased by Kansas City Man 


The W. H. McElwain interests in 
the McElwain-Barton Shoe Co., of 
Kansas City, Mo., have been purchased 
outright by Frederick C. Wheeler. 
Announcement of the transaction was 
made July 1 by K. L. Barton, Jr., 
vice-president of the concern. The 


concern is now owned entirely by 
Kansas City men. 

Mr. Wheeler has been with the com- 
pany for a number of years as sec- 
retary and treasurer. With the pur- 
chase of the McElwain interests, it 
was stated, he will remain in the same 
position, but with more executive 
power. Kimber L. Barton, senior 
member of the firm becomes president. 
K. L. Barton, Jr., becomes vice-presi- 
dent. 
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The concern is widely known 
throughout the middle west. Under 
the new organization it will continue 
as a distributor of a general line of 
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men’s, women’s and children’s shoes. 
The-+senior Mr. Barton has been in 
the shoe business in Kansas City for 
35 years. 


Los Angeles 


NOVELTIES WATCHED CLOSELY 


Merchants Trying to Decide Which 
Way the Style Cat Will Jump 

With style tendencies halting, and 
no one caring to forecast just what is 
going to sell the next few months— 
except in a general way—each mer- 
chant is keeping tabs on his stock and 
watching the novelty situation closely. 
Careful buying is the rule and the 
idea seems to be to keep a few new 
novelties coming every day or two to 
stimulate buying. While some hesi- 
tate to express themselves as to the 
style trend, all are agreed that white 
shoes will be with us a good while yet 
and the biggest selling is yet to come. 
The vacationists are planning their 
wardrobes, which include one or more 
pairs of white shoes and these will 
lead all else for the next six weeks 
or so. 

Strap effects are more popular than 
the oxford ties and though it was 
believed in some quarters that the 
strap had about reached the height 
of its popularity one still sees little 
else. The gingerbread stuff, which 
seemed to have abated a few weeks 
ago, has regained its popularity sur- 
prisingly and today the call is prin- 
cipally for the novelty footwear. It 
is hard to say just how much the 
weather has had to do with this. Dur- 
ing May and the early part of June 
the mornings were foggy and cool 
and perhaps that is why the quieter, 
more moderate style shoes were in 
great favor, but with our “usual” Cal- 
ifornia sunshine again on the job the 
ladies sally forth in their organdies 
and buy frivolous pumps and novelty 
sports. 


Long Vamp Not in Serious Danger 

Some shoe houses are having ex- 
cellent sales on the short vamp last, 
but the long vamp seems to be more 
practical, or at least more native to 
our American feet, and it is in no 
immediate danger of an eclipse. The 
short vamps are still a novelty here 
and some very beautiful creations are 
displayed. An I Miller pump noted 
in a window is of patent with three 
narrow straps. There are three pairs 
of cut-outs across the forepart, sandal 
effect. This carries a Cuban heel. 
Another recent arival at one of the 
shops is a chamois skin 2 strap with 
calf trimmings. Black patent with 
white stitching is another popular 
novelty. Sometimes the patent is 
stitched with colors—red, green, blue, 
etc. 


Men Buying More Freely 


Ladies’ shoes are not receiving all 
the attention. Our men are dressing 


up in new oxfords too, a great many 
white ones. That the men are taking 
more interest in their foot covering 
is evidenced all over. One shoe mer- 
chant stated that during May of this 
year he sold more pairs at better 
prices than he had sold in any one 
month this year so far. If anything, 
prices have been a little stiffer re- 
cently on some lines. However, there 
are prices to suit everyone and no 
complaint is heard. 


“Honest Business Practices, Depend- 
able Merchandise, and Judicious 
Advertising” 

Introducing Mr. Morris Mandell, 
youthful owner of a chain of Emerson 
Shoe Stores in Los Angeles, the first 
of which, five years ago, he opened 
up in the Hotel Rosslyn Building, 
without any previous experience and 
with a capital of only $2,800. This 
first store occupies a space of 18 x 24 
feet, and this year will do a business 

of about $100,000. 

The success of this venture so en- 
couraged Mr. Mandell that he contin- 
ued his activities, until now there are 
five Emerson shoe stores dotting the 
downtown district, all doing a flour- 
ishing business retailing men’s shoes 
exclusively. 

“Honest business practices, depend- 
able merchandise and judicious adver- 
tising.” 

This is the trinity of causes upon 
which depends the success of any 
modern business institution, accord- 
ing to Mr. Mandell. “I take no par- 
ticular credit upon myself. I do not 
claim to be the originator of these 
principles. Any man who firmly ad- 
heres to them will achieve the same 
results.” 

Mr. Mandell’s success is attributable 
to the fact that he can recognize an 
opportunity when it presents itself 
and is not afraid to venture. He had 
been a resident of Los Angeles County 
only eight days when he applied for 
citizenship papers, which is a record 
in the annals of the county. Of an 
enthusiastic, optimistic temperament, 
he could not be satisfied with five 
men’s shoe stores, so he considered 
the women’s field and concluded there 
were some “pickings” there for a live 
young fellow. 

He has recently obtained leases for 
two new stores, both located on Broad- 
way, one the entire first floor of the 
Bumiller Building, at present occupied 
bv C. H. Wolfelt’s Bootery, one of the 
most beautiful shoe houses in Amer- 
ica. This location has been leased 
for a period of ten years, at a rental 
of half a million dollars. 

The other location is next to the 
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Engraving and Printing 

















COLOR PRINTING 


CATALOGUES 
Telephone Main 3408 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 


DESIGNING 











| SS UNIVERSITY =, | 


ELEcTRorree FounDRY | 








183 Enasx St Boston 
7: Renkia, St Brocktor, 














ATLANTIC PRINTING CO. 


Shoe Printers 


Tear out this ad and mail for detaile of 
our Special Printing Service for 
the Boot and Shoe Trade 


201 South Street, Boston, Mass. 
Telephone 4960-4961 








1000 Sales Letters 
All ready to mail 
3c Each 
F. S. ROOT COMPANY 


Sales Service and Advertising 
6 Beacon Street Boston, Mass. 
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Ballet Slippers 











BATHING SHOES 
IN STOCK 
Ballet Slippers 
Boudoir 81 

Gymnasium 

woses wane Bathing 
om Write for Ostelogue 
BROOKS SHOE MFG. CO. 

Philadelphia, Pa. 
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Shoe Ornaments 
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COLONIALS 


BUCKLES OR STRAPS AND 
BEADED ORNAMENTS 


made by the VANITY will sell your pumps 


VANITY NOVELTY WORKS 


913 Gates Ave., Brooklyn, N. Y. 





wenn 





D. W. COULTAS CO. 
‘Manufacturers 
RHINESTONE BUCKLES 


Big Demand 
WRITE FOR SAMPLES 


PROVIDENCE - - = R.I. 
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M. B. MARTINE, Inc. 
Show Room—130 W. 42nd Street 
Office—148-152 Duane Street 
NEW YORK, N. Y. 

SHOE BUOKLES, 


, STRAPS AND 

EVERYTHING IN SHOE OB- 

NAMENTATION, INCLUDING 
BEADING 
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Shoe Patterns 



































Where to Buy 
Shoe Polishes 

















BETTFR WHITE DRESSINGS 
MAGIC WHITE 
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AL] vias cueaver 
UNBURNABLE FOR CANVAS & 
mR WHITE 








FO. Kip 8UEDE $1.00 PER 
$2.00 PER DOZEN 
P. J. LAGOMARSIVO & CO. 
611 ARCH ST. PHILADELPHIA | 
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Morosco Theater Building and is 
leased for a period of twelve years, 
at a rental running over a quarter of 
a million dollars. An attractive fea- 
ture about the latter location is the 
basement, which has two stairways, 
one on the street and one at the end 
of the store. Mr. Mandell plans to 
have one of the finest basement shoe 
departments in the United States, as 
the lighting is excellent and the ceil- 
ing very high. 

These stores will retail shoes for 
women exclusively. “I’ve tried out 
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the men’s business. Last month we 
sold more pairs of men’s shoes, at bet- 
ter prices, than we have for a long 
time, which is a mighty good indica- 
tion that the men’s shoe business is 
picking up. Now I want a try at the 
women’s game.” 

Mr. Mandell is now in the East, 
looking over the various shoe palaces, 
in search of new ideas, as he contem- 
plates something entirely different. 
When the new stores open up in the 
fall he promises a few surprises to 
the public. 


Columbus 


OXFORDS IN BEST DEMAND 
Baby Louis and Military Heels Most 
in Demand 

Regular summer weather has been 
on tap in this locality throughout the 
month of June and the sale of white 
goods has been beyond expectations. 
The white lace oxford with military 
heel has been the best seller. Strap 
effects in white canvas and kid have 


' also been selling well, the former with 


the Baby Louis and military heels, 
while in the kid the demand has been 
for the Louis heel Sport oxfords in 
the fancy trimmed styles are not 
selling as well as expected, though it 
is hoped that this style will be in 
demand during the month of July 
owing to many going on their summer 
vacations. 

Men’s white footwear is selling very 
well. Some of the local merchants 
report that the tan-trimmed ball strap 
style is good, while others say that 
their sales run only to the white and 
palm beach cloth. In children’s foot- 
wear, white canvas ankle straps are 
about the only style selling at this 
time. 

As predicted several months ago, 
the merchants are beginning to feel 
a very noticeable shortage in all white 
goods. Several of them were unable 
to obtain an additional stock until 
after the 4th of July owing to the 
factories being closed up. 

White canvas lace oxfords with 
Louis heel are absolutely dead in this 
locality. Several merchants who have 
a stock of this style are offering these 
goods from $1.00 up per pair with 
very few buyers at that price. After 
the experience of the past spring sea- 
son, the merchants are more inclined 
to place their orders for fall goods 


early in order to obtain the wanted 
styles in time for fall trade. The 
early buying for fall seems to include 
oxfords to the extent of about 85 per 
cent of purchases. 


Predict Higher Leather Prices 

Local manufacturers predict that 
the better grades of footwear, espe- 
cially those made from imported kid 
leather, will advance in price. They 
agree that the cheaper grades will 
either remain stationery in price, or 
will go a little lower. They do not 
expect any advance in this grade. 


Shoe Department Growing 


Since moving into new quarters the 
Morehouse-Martens Company has 
added five new clerks to the shoe de- 
partment in order to take care of the 
greatly increased business. L. P. 
Warner, manager of this department, 
says that the sales in his department 
are all in the high class goods, cheap 
goods being a drug on the market. 


Lape-Adler Business Increasing 


The Lape-Adler Company found it 
necessary to advertise for 50 women, 
a notable addition to their already 
large force, it was necessary for them 
to increase their force in order to take 
care of their increasing business both 
for at once and for fall goods. The 
majority of local plants are sold up 
to Oct. 15, no orders being taken 
now for delivery until after that date. 


G. Edwin Smith of the G. Edwin 
Smith Shoe Company, manufacturer 
of women’s shoes, has again been 
elected as President of the local Y. M. 
C. A. organization. 


Detroit 


A Logical Combination 


A very attractive show case is 
placed against the wall on the main 
floor of the Lindke Shoe Co., at the 
entrance to the elevator. As a back- 
ground for the white and sport shoes 
displayed there a sheet of green crépe 
paper has been deeply fringed and the 
lower edge cut in large scallops. The 


doors of the case are left slightly 
open so that a draft from an electric 
fan sweeping down the wall against it 
gently sways the fringe, adding life 
to the display. The floor of the case 
is decorated with the same material. 
Green is a cool color and proves very 
satisfactory as a background for white 
shoes, bringing out their lines with 
clearness and distinctness. 
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Disabled American Veterans Hold 
Convention 


The Disabled American Veterans of 
the World War in session during the 
last week in June made it advisable 
for the stores to place their patriotic 
Fourth of July decorations early. The 
windows of R. H. Fyfe & Co., were 
simply decorated with a set-piece in 
each background. A tan panel was 
surmounted with a wreath, over which 
appeared a long narrow shield in pa- 
triotic colors with an eagle with out- 
spread wings above it. Window cards 
of special design added to the attrac- 
tiveness of the displays. The cards 
were white, upon which an air-brush 
stencil design,was shown in red and 
blue in the shape of a shield with a 
flag draped over one corner. The let- 
tering was done on the shield in blue. 
The use of a uniform design in all the 
windows of a store adds materially to 
the effectiveness of special designs of 
this nature. 

The Fyfe building was decorated 
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with flags and bunting for this special 
occasion. 


Now Manager 

W. F. Wood, formerly assistant to 
the manager, W. F. Shannon, in the 
shoe department of the W. A. Hoskins 
Co., located in Kline’s department 
store is now manager, taking the 
place of Mr. Shannon, who has re- 
signed. 


Forced Out 

Hoffman’s Shoe House, 468 Michi- 
gan Avenue, advertise that they are 
selling out. A very ingenuous reason 
for doing so is given in the following 
taken from the advertisement: 

“They Said Rents Were Coming 
Down ? 

“We paid $300 a Month, Landlord 
Made it $800. Then came down to 
$700. He’s like a boarding-house pie 
—mostly crust. 

“Now you know why we are selling 
out, because we can’t stay where we 
are at the rent our landlord wants. 





Akron 


Campaign Featuring One Shoe This 
Week, Another Next; Now On 

After making careful inventories of 
their stocks the first part of this 
month most merchants proceeded to 
map out plans by which they might 
clean up all their summer stock when 
the season ends, for they do not be- 
lieve that they will be able to use any 
of this year’s stock in 1922, either in 
style or in price.. To do this they are 
putting on numerous little sales, fea- 
turing one shoe this week, another 
next, and not plunging too deeply in 
advertising. In this way they think 
they will have all things ship-shape 
by September. 

Whites are still selling well, but 
there has been a noticeable increase in 
the demand for novelties in whites. 
Among the most popular are the black 
and brown tips and ball straps. Lace 
oxfords in this trim with a narrow 
band of leather along the eyelets are 
good sellers. 

Several men’s stores are display- 
ing more pointed toed shoes. They 
seem to be trying to squeeze the 
brogues into the background. To be 
sure the toes are not as _ sharply 
pointed as they were a year or so ago, 
but nevertheless they are far from 
being “blockie,” like the brogue. The 
owners of these stores, on being ques- 
tioned, stated it to be their belief that 
men would gradually work around to 
the old styles within a year. Others 


disagree, and the consensus of opin- 
ion seems to be that the brogue is here 
to stay for some time. 


Conditions on the Mend 

The industrial situation in Akron 
continues to improve. Unemployment 
is on the decrease and production has 
been raised several times within the 
month. Unconfirmed rumors would 
indicate that several of the larger rub- 
ber factories have landed big orders. 


Resurface “Main Street” 
“Main Street” will look quite differ- 
ently here by the end of the month. 
It is being resurfaced with asphalt 
and the corners are being rounded off 
more. 


Anticipates Big Winter Business 

J.H. Wise, an officer and manager of 
the Shumaker Shoe Co., is spending 
the first three weeks of this month 
on a vacation trip in Michigan. Be- 
fore leaving he declared he intended 
to forget business entirely and have a 
good rest before the winter grind. 


Exclusive Children’s Department 

Work on the remodeling of Wag- 
oner & Marsh’s basement where a 
complete children’s department will 
be put in was scheduled to start the 
middle of the month. It will be fin- 
ished the latter part of August. 


Providence 


SUMMER SEASON ON 
Business Confined Mostly to White 
Shoes 


The retail business in Rhode Island 
shoe stores is now confined mostly to 


white shoes. The models in vogue are 
being displayed in windows of white 
with various patterns of silk hosiery 
and attractive settings to add to the 
beauty of the exhibit. 

The women hold the high record of 
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Children’s Shoes 
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IN STOCK 


Infants’, Children’s, 
Misses’ and Young 
Women’s Shoes. 
CONSOLIDATED 
SHOE CO. 


212 Essex Street 
Boston, Mass. 
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Miscellaneous 














* 
Lamb Wool Soles—Bound and Cord Edges 
pry ney Lo No. 65 Lamb Wool Insole— 

‘A Service Trade Builder.” Send for our com- 


aa catalog of Shoe 
The Silverite Co., Mfgrs., 81 High St., Boston 








Manufacturer—Attention 


Littlefield Heels—are genuine all leather 
heels and we can assure you of prompt de- 
liveries. Write for samples and prices, which 
you will find correct in every way. 


LITTLEFIELD HEEL CO. 








High Street, Amesbury, Mass. 














Perfection Pneumatic 
Arch Cushion 


Designed to Prevent 
Fallen Arches 


ELASTIC TIP COMPANY 
Boston, Mass., U. S. A. 





198 MONTAGUE ST 
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* SHOE BUCKLES 
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being the heaviest purchasers for 
many months and at present continue 
to be the best bet in the buying of 
white footwear, with the black and 
white color combination the most 
popular. The men’s trade has im- 
proved in certain stores to a large 
degree, while in others it continues to 
lag. 


Association Secretary Dead 

William W. Monroe, manager of 
the local Regal Shoe store on West- 
minster Street, and secretary for sev- 
eral years of the Rhode Island Shoe 
Retail Dealers’ Association, died at 
his residence, 84 Cross Street, Central 
Falls, R. I., on Monday evening, June 
27. He was 47 years old and is sur- 
vived by his wife and a daughter. 
Interment was held at Swan Point 
Cemetery, Providence, where a large 
delegation of friends and shoe mer- 
chants paid their last respects. A 
very handsome floral tribute from the 
Rhode Island Shoe Retail Dealers’ As- 
sociation, for which he labored, was 
presented—also one from the Regal 
Shoe Co. store here and the Town 
Criers at Providence. 


Secretary Street Attends Conference 

H. Nelson Street, secretary of the 
Retail Merchants’ Division of the 
Providence Chamber of Commerce, 
attended the June conference of the 
retail secretaries of New England held 
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ANY TYPE C.R.E. 
OF A SHOE 


In Men’s Fine Goodyear Welts 
Making special and difficult styles of shoes is our 
special y. Let us solve your prob'ems. See samples 
at Essex Hotel, Boston, July 5 to 15. 
CRAIG-PEED & EMERSON, INC. 

Brockton, Mass. 
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Boston Sales Office: 15 High St. 
ARTHUR H. WILLIAMS SHOE CO. 
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Saturday, June 25, at the Nayasset 
Club, Springfield, Mass. 


Merchants’ Opinions Vary on Styles 
Fred S. Fenner, manager of the 
Sullivan company, says that he is 
very keen on low shoes for both men 
and women for fall, to run well into 
the winter. George E. Peirce of 
Thomas F. Peirce & Son, believes that 
patent leather is about due for a 
revival with browns and satins to 
have another good run. Others say 
that brown oxfords of the lighter 
shades will be most popular. At 
present there appears to be a 50-50 
sentiment on the different numbers. 


Soft Toe Favored 


A new soft toe, plain brogue last 
of Scotch grain, in colors of black 
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or brown retailing at $12.50 is meet- 
ing with much favor at the store of 
Sullivan company. Many merchants 
state that their trade is buying more 
medium round soft toe shoes than the 
pointed English cut that has been the 
“go” for several years. 


Lynd & Murphy Co. Outing 

The annual outing of the Lynd & 
Murphy Co. employees was held 
June 29 at Rocky Point, the store 
closing at 12.30 noon. The party left 
the city in special electric cars pro- 
vided by the firm. Dinner was served 
at 1.30 o’clock and was followed by 
different events. The committee in 
charge was E. A. Naylor, A. Kelsall, 
Billie Hickey, Bertha Kilroy and Tom 
Gagnon. 


St. Louis 


FACTORIES ARE CROWDED 


Making Rush Deliveries on Final 
Shipments of Summer Footwear 
While the time has practically been 

reached at which no more shipments 
of shoes can be safely undertaken 
for delivery for immediate season 
selling unless from stock on hand, 
the factories in the St. Louis trade 
are crowding their capacity to the 
limit in an effort to get in “just one 
more” delivery to the anxious retail 
merchants who are still selling sea- 
sonable merchandise and calling for 
more goods. 

It has been a remarkable summer 
with more market visitors than have 
ever before been reported during an 
off period, in the recollection of 
the trade. Practically every plant 
in town is being operated up to the 
aggregate of the labor supply and 
country factories are being loaded up 
with such future orders as are avail- 
able in order to enable the city plants 
to devote themselves to the style and 
other goods wanted at once. 

There is increasingly emphatic evi- 
dence that the wholesalers and manu- 
facturers will go out of the season 
with fewer white goods carried over 
than ever before and merchants are 
still urging forward goods in this 
class in the hope that they may be 
able to get in a few sales before the 
season is entirely gone. 


ADVANCE BUSINESS UNSATIs- 
FACTORY 
Manufacturers Fear a Repetition of 
Last Easter’s Jam 
While the retail merchants are 
showing an increasing tendency from 
week to week to place orders for fall 
delivery the percentage of their totals 
which are being so placed is lower 
than usual and there is by no means 
a reasonable percentage of the trade 
that is thus looking ahead. Letters 
that are being received from the 
retail trade in the outlying district 





continue to evidence a belief on the 
part of many that wholesale prices are 
likely to be lower and in spite of the 
reiterated assertions of manufactur- 
ers, wholesalers and trade journals a 
big proportion of the trade is still 
holding off or is limiting its percent- 
age of orders to a dangerously low 
figure. 

The manufacturing trade feels that 
much the same jam that existed at 
the Easter season will prevail this fall 
and especially if there is any improve- 
ment in the attitude of the consumer 
in the country districts as a result of 
crop conditions. The reports which 
are being received at present indicate 
better crop conditions in the St. Louis 
territory, while the cotton section is 
being buoyed up by the reported re- 
duction in producing acreage and the 
plans for financing the crop to enable 
orderly marketing. 


Low Shoes Still in Favor 


The orders which are being received 
for the fall and early winter selling 
by the manufacturers and wholesalers 
continue to indicate strong preference 
for low shoes and there is very little 
indeed doing either in high footwear 
or in men’s shoes. The novelty houses 
are putting out new samples weekly 
and in this way are stimulating trade 
somewhat for fall delivery and they 
have very generally announced that 
their men will be kept in their terri- 
tories more constantly than in any 
preceding season. While men who 
are now out will be permitted to come 
in to headquarters during July, it is 
the present indication that those who 
have not ordinarily taken to the road 
before Sept. 1 will be out again not 
later than the first of August and 
will be compelled to keep going. In 
general, it seems to be the feeling 
among the sales managements of the 
different companies that the men will 
have to follow the instructions from 
headquarters as to remaining in their 
territories more definitely than ever 
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and not follow their own inclinations. 
Some of the men who have come in 
for the National holiday are inclined 
to protest against going out for Aug- 
ust and are pleading that they should 
be permitted to meet their trade that 
comes to market, but they are being 
informed that the house staff will 
take care of market buyers. 


Financial Conditions Favorable 


The Federal Reserve Board report 
on the shoe industry for the past 
month states that the factories have 
been operating 95 to 100 per cent of 
capacity, which confirms the investi- 
gations of the correspondent of the 
RECORDER. Similarly inquiry shows 
that the retail stocks generally in the 
St. Louis territory have been very 
materially reduced and that in con- 
sequence there will be no heavy loads 
to carry over. This state of affairs 
is confirmed by the reports of the 
credit departments which show a 
reasonably satisfactory state of af- 
fairs in the matter of collections. 
Another indication of the state of 
things is the report by one concern 
that not only is it operating at full 
capacity, but also that it is turning 
out more pairs than ever before in 
its history, that its business this year 
will cover in its gain the losses of 
last year in output and further that 
it not only is not a borrower at the 
banks, but is able to buy heavily of 
treasury certificates against income 
taxes. 


FASHION PAGEANT PLANS 


Unique Stage Setting to be One 
Feature of Big Show 


The preparations under way for the 
seventh Fashion Pageant which is to 
be given in St. Louis Aug. 2, 3, 9, 10, 
11, 16 and 17 promise the biggest 
show that has ever been given by the 
organization of business men which 
has given St. Louis the lead in mar- 
ket season, outdoor productions of 
this character. The stage setting this 
season will be entirely different from 
anything that has ever been under- 
taken. It will be in a semicircular 
elevated effect, approached by circular 
stairways from either side of the 
stage, while a fountain will form the 
center of the background effect. The 
musicians will play under the upper 
terrace of this setting thus releasing 
the orchestra pit which will be trans- 
formed into a pool for use in the in- 
cidental entertainment which always 
accompanies the Fashion Pageant. 
The models will promenade down the 
circular stairways across the stage 
and to the specially constructed run- 
ways which reach out into the audi- 
ence. The book of the play is 


arranged around four episodes depict- 
ing Mirth, with many novel costume 
effects; Strength, with a martial as- 
pect, as well as athletic demonstra- 
tions; Beauty, in a supplication to the 
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rose, and a finale which is a composite 
of the general effect of the whole 
setting. Bathing girls will disport 
themselves in the pool in the orches- 
tra pit, with an incidental diving fea- 
ture. Altogether it is expected that 
the Pageant will be more striking than 
ever before. The retail trade visiting 
the city will be taken care of through 
tickets issued to them by the whole- 
sale and manufacturing houses which 
finance the Pageant. 


Three Reasons for St. Louis’ Success 

Frank C. Rand, president of the 
International Shoe Co., which recently 
absorbed the W. H. McElwain Co. 
and the Kistler Lesh Co., was the 
speaking guest at a recent dinner 
of the Kiwanis Club which is an 
organization similar to the Rotary 
Club. In discussing the development 
of St. Louis as a shoe center he 
ascribed the city’s success to three 
things: First, that the companies in 
the shoe business inaugurated the 
sixty-day basis of doing business, 
thus affording quick turnover; sec- 
ond, that the quality of the St. Louis 
product has built up a confidence 
that is not surpassed by any other 
market, while style development has 
not been lost sight of, and thirdly, 
that ideals of service have never 
been lost sight of. He also de- 
clared his belief that the St. Louis 
policy of not losing sight altogether 
of idealism in business had helped 
very largely and would be responsible 
this year for the St. Louis market 
manufacturing and selling more pairs 
of shoes than ever before in its his- 
tory. Incidentally “starting in a 
small way and growing with oppor- 
tunity” was his characterization of 
the St. Louis trade’s success as a 
whole. 


Boyd-Welsh Addition Progressing 

The third addition to the plant of 
the Boyd-Welsh Shoe Co. since its 
establishment is expected to be in 
condition for operation early in Au- 
gust and will increase the output of 
the concern by 400 to 500 pairs daily. 
The production will be confined to 
high grade theatrical footwear and to 
the Boyd-Welsh process type on which 
the success of the company has been 
founded. President Boyd reports in- 
creased sales by the men on the road, 
although the orders are not for quite 
as deferred delivery as in previous 
seasons. 


Increased Production Planned 


The tendency to increase output by 
St. Louis and nearby shoe concerns is 
shown by the fact that the Hamilton- 
Brown has reopened its Poplar Bluff 
plant and will push it up to capacity 
at once. The Brauer Bros. Mfg. Co. 
has rearranged its plant to bring its 
output up to 1000 pairs per day. 
The Carthage Shoe Mfg. Co., Car- 
thage, Mo., is arranging to increase 
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SOLE 
LEATHER 


Sells More 
Shoes 


“Rock Oak” bottoms 
on the shoes you mar- 
ket means more sales. 


This durable shoe 
bottom satisfies the in- 
sistent demand for bet- 
ter shoes because the 
basis of a better shoe is 
a better sole. 


“Rock Oak” sole 
leather is the result of 
nearly half a century of 
successful tanning. 


Manufacturers use 
“Rock Oak” soles on 
their best shoes. In- 


sist upon having “Rock 
Oak” soles on the shoes 
you buy. 


Let us 
with you in this 


co-operate 


“Founded on Integrity” 


The American 
Oak Leather 
Company 


Chicago Boston 
St. Louis 
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MORE SPACE— BETTER LIGHT— 
GREATER CAPACITY 


! These combined with the present efficient organization 
| will enable us in our new factory to serve our customers 
and the exclusive retail trade of the country to better 
advantage than ever in the production of highest grade 
bench made and Goodyear turn shoes for women. 





X. L. SHOE MFG. CO., Inc. 
151-157 33xR0 STREET BROOKLYN, N. Y. 


(Formerly 805 Lexington Ave., Brooklyn) 














Vd White Eiderbuck Pep Strap 


WITH POLAR KLOTH TOP 
IN STOCK — READY NOW 





One of the season’s best 
selling styles made up to 
attract trade of well 
dressed women who ap- 
preciate both style and 
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AAA 58 quality. 
| AA 48 
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| raresalli Hazen B. Goodrich & Co. 
Price $6.00 70 Washington Street 


HAVERHILL MASSACHUSETTS 
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its capital materially in order to 
further develop its business. The In- 
ternational Shoe Co. is also rearrang- 
ing some of its plants to make them 
more efficient and to utilize hitherto 
waste space. 


Better Tone in Leather Market 

Among the representatives of the 
leather concerns maintaining selling 
agencies in St. Louis the report at 
present is of better inquiry for many 
grades of stock, showing a broader 
market with each week as the fall 
season approaches and the desire of 


LYNN NOVELTIES 
Walking Oxfords and Strap Shoes for 
August and September 

Leading Lynn novelties, at the 
opening of July, were walking oxfords 
and strap shoes, for August and Sep- 
tember sales. Factories are busy on 
them. 

Leathers for street shoes, either 
oxfords or strap shoes, are Scotch 
grain, boarded calf, and smooth Rus- 
sia calf, and for dressy shoes, patent 
and black kid leather. Some are 
fancy trimmed. 


Pattern Men Boost Boots 


“Sanborn, of Lynn, Inc.” pattern 
makers, say: 

“Change the styles and change the 
luck. Let’s have a boot season. Start 
it with a ‘Wear Boots Week’ in Oc- 
tober. Strap styles have been won- 
derful sellers. Give them a rest, be- 
fore they become stale. Feature 
boots a while. Return to strap styles 
next spring.” 


Winter Brogues Being Made Now 

The Donn D. Sargent Co. is making 
winter brogues. Uppers are of tony 
red calf, gun metal calf and Lanca- 
shire grain. Soles have mid-soles of 
arctic leather, a white stock, that 
makes a white line through the sole, 
and that also is said to waterproof 
the bottom. 


Blacks Wanted for Fall 

Orders for fall, booked by Mitchel, 
Caunt Co., Lynn, makers of novelty 
McKay shoes, call for 60 per cent 
black shoes, such as shoes of patent 
leather, black kid and black calf, and 
satin. Some are fancy stitched. Also, 
orders for fall and winter, booked by 


SHOE ORNAMENTS POPULAR 
Big Demand for Women Skilled in 
Beading Work 


An outstanding feature of women’s 
slipper production in Haverhill at 


present is the ornamentation of vamps 
and straps. Strap patterns continue 
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buyers grows to be prepared for emer- 
gencies. High grade selections are 
reported scarce and stiff in price, with 
more than a little talk of higher 
prices in the case of some of the 
wanted grades. Buyers are getting 
into the market quite generally to 
get ready for the early fall runs. 


New Shoe Company About to Start 
Work 

The W. H. Lampe Shoe Co., which 

was recently organized, and which 

leased quarters at 4060 Laclede Ave- 

nue, expects to begin cutting by Aug. 


Lynn 
~ 

the same firm, call for 40 per cent 
low cuts and 60 per cent boots. The 
low cuts are for early delivery, and 
the boots for late delivery. Among 
the boots is one with a patent vamp, 
with perforations, and a brown kid 
whole quarter, with fancy scroll 
stitching on the side. 


Louis Heels More in Demand 


Mr. Goller, of Allen, Goller, Leigh- 
ton, Lynn, finds a steady increase in 
the demand for high heel shoes, par- 
ticularly full Louis—18/8 high. Also, 


black shoes of patent and dull leathers .. 


and satins are selling better. 


Believes in Measuring Arches 

Everett Dunbar, the footologist, 
contends that arches of feet should be 
measured and fitted the same as are 
toes. Some people have low arches, 
while others have high arches, just 
the same as some people have pointed 
toes, while others have rounded toes. 
Mr. Dunbar believes that shoe clerks 
should measure the elevation of 
arches, and that shoe stores should 
stock with shoes to fit the different 
elevation of arches. 


Two Acres of Leather 

Cook Bros. Leather Co., Salem, 
made a shipment of 1000 dozen calf- 
skins, from their tannery one day 
last week. It is figured that 50,000 
feet of leather will be made for 
shoes. If the leather were spread 
out, it would cover two acres. All of 
it was black. 


Learning Shoe Fitting 
Students in the Lynn shoe school 
are learning the fitting of shoes, as 
well as the making. They are re- 


Haverhill 


_ their popularity. The beading, which 


is done entirely by hand, is necessarily 
a slow process and frequently causes 
unavoidable delays. A manufacturer, 
in speaking of this feature of the pro- 
duction, said: 

“Practically all the beading on our 
shoes is done outside the factory. 
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1 and to start up with an initial out- 
put of 700 pairs daily. Mr. Lampe, 
who is the head of the concern, has 
been connected with the shoe trade 
for some years either as representa- 
tive of St. Louis houses or Eastern 
houses maintaining St. Louis offices. 
He has associated with him James 
Cunningham as superintendent of the 
factory and will himself look after 
the selling end of the business. The 
new company will turn out popular 
priced McKay novelties for women. 
The factory space to be occupied will 
be about 15,000 square feet. 


quired to measure a foot, to model 
a last to fit the measurements, to 
draft a pattern to fit the last, and 
to make a pair of shoes over the last, 
and to fit the shoes to the feet. This 
was the method in the old fashioned 
school of shoemaking, when appren- 
tices were bound until they were 21, 
to learn “the feate and mysterie of 
shoemaking.” 


CRESCENT SHOE CO. MOVES 


Increased Business Forces Firm to 
Lease Larger Quarters 


The removal of the Crescent Shoe 
Company to its new home, 159 Duane 
Street, formerly occupied by the W. 
D. Hannah Shoe Co., marks another 
advance in the rapid progress of this 
concern. Visitors to the New York 
market are familiar with the former 
Hannah quarters, and they know of 
the elaboration of its appointments, 
as well as the large storage space 
available, and the convenience of the 
location in what is really the heart 
of the wholesale shoe district. 

The removal was fittingly cele- 
brated by a theater party attended by 
all of the staff of the house, as well 
as an elaborate supper at the Hotel 
Astor. It was in October, 1919, that 
A. W. Copeland took over the S. & G. 
Shoe Co., then at 111 Reade Street. 
Shortly afterwards he was joined by 
E. R. Sarizky and S. A. Schneider, and 
the name was changed to the present 
style. With this new organization, 
business developed rapidly, and with- 
in a short time, additional floor space 
was needed. From time to time, the 
need for expansion became pressing 
and this condition resulted finally in 
the decision to lease the building at 
159 Duane Street. 


While we have many women in our 
employ who are thoroughly competent 
at this work, the increased demand 
for slipper ornamentation has com- 
pelled us to recruit additional hands 
for this work. We advertise in daily 
and weekly papers in near-by and even 
far-away towns in order to attract 
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-one of the Keds line 





VERY woman is a prospective buyer of 

the Parade pump. This neat, com- 

tortable Keds model will match light frocks 

and give genuine service for many summer 
activities. 





“Parade” pumps are also popular for house 
wear the whole year ’round—for nurses, 
waitresses or any woman who works in 
i white clothes. 


Dealers can build a large and permanent 
. women’s trade on this fast-selling style. 
| Have you all the appropriate sizes to cash 
| in on these Keds profits? 


United States Rubber Company 

















Not all canvas rubber-soled 
shoes are Keds. Keds are 
made only by the United 
States Rubber Company. 
Look for the name Keds on 
the shoes. 
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Rubber Footwear 


The Market Situation - Prices and 
Style Information - Trade Notes 
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Shortage May Develop in 
Light Rubber Footwear 


Manufacturers of storm rubber 
footwear have nearly completed their 
orders for fall and winter goods but 
there are many re-orders on canvas 
footwear for which the prospects ap- 
pear excellent during the remainder of 
the summer. Retail merchants are 
relying more and more on the jobbers 
to carry large stocks. 

The big rubber mills have found it 
expedient to make up goods on orders 
only. The result of this is responsible 
for the shortage which is already felt 
in some of the more popular rubber 
styles, and manufacturers now have 
on hand sufficient orders for all of the 
rubber footwear which they can pro- 
duce during the remainder of the sea- 
son. 

Will History Repeat? 


There is already talk of a shortage 
of light rubber footwear during the 
coming winter on account of mer- 


chants not placing future orders as 
they customarily do. They are de- 
pending on the jobbers, and after the 
experience of last winter the jobbers 
are not inclined to carry anything be- 
yond minimum stocks this year. Their 
orders to manufacturers have, there- 
fore, been smaller in volume. It is 
generally considered that nine months 
are necessary for turning out the rub- 
ber footwear which is used in three or 
four months. The abnormal weather 
of last winter left merchants and job- 
bers with some fair sized stocks. 
These would be exhausted, however, 
by severe weather in December. 
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It is a little easier to guage the 
sport and tennis footwear demand as 
this is more in the line of school and 
vacation trade and merchants have 
felt more sure of their ground in pur- 
chasing. Hence at a time when the 
leather shoe business was the quietest 
in years there has been an excellent 
demand all along for rubber soled 
footwear, tennis and similar lines. 
There have also been very advanced 
steps taken in the matter of style. 


Census Shows Production Increase 


The mills making rubber footwear 
are, for the most part, running at 
nearly capacity. Although the figures 
for 1920 are not available, the census 
figures in rubber footwear, canvas 
shoes with rubber soles and similar 
products for 1919 as compared with 
1914 are now available. The year 
1920 was probably larger for volume. 








irs Value \ 
3o00ts and shoes: 1919 1 a $ 

SY SE 6 nb eb 60cega ae nese 9,208,000 4,025,000 $26,067,000 $12.648,000 
Rubber shoes and overshoes.... 66,195,000 57, 212 ,000 64,713,000 37,858,000 
Canvas shoes with rubber soles.. 19,896,000 25,177,000 ° 
Hee!s (includes only those sold 

as such or on hand)........ 126,572.000 ad 14,238,000 ° 
Soles, includ’g composition or fiber 18,437,000 * 4,321,000 * 


*Figures not obtainable for 1914. 








Crude Rubber 


The market was dull around the 
holidays without much trading of ac- 
count. On the basis of present prices 
buyers were not anxious to trade, es- 
pecially for future delivery, and there 
has been little new buying by the 
mills. Speculative interest is not en- 
couraged by the unfavorable condi- 
tions affecting the trade. The last 
quotations on ribbed smoked sheets 
show 12%c. and 13c. for July-August- 
September arrival. 


Crude Rubber Quotation 


Para—Up-river, fine ....... 
Up-river, coarse ........ 
SERS WR 5 sin.c: 50.0.0 0:0-0 
Oe eee 
Caucho, ball, upper....... 
Caucho, ball, lower....... 
Cameta 

Plantation—First latex crepe 
Brown crepe, thin, clean.. ba 
Brown crepe, rolled....... -- @ 9% 
Amber—No. 1 


i 


— 
SBD Wes ane : 
) 


ee 





Amber—No. 2... ii 6G. 
Amber—No. 3 a 
Smoked ribbed sheets.... 12%4@.. 
*Centrals—Corinto ........ _ 
» ..... ee won 2 
*Mexican scrap .......... @ 5 
PEMNGEEE,, WEE occ cc scecci -- @10 
| | -- @48 
*Balata, block, Trinidad. . @73 
*Balata, block, Colombian @ 26 


*Balata, Panama ........ ~« @2 
WR, GEE bk ccecsices c ea 
*Nominal. 


The market has not been active for 
scrap although improvement is looked 


for now that the holidays have passed. 
Quotations follow. 


BOGGS: AHA GOOG. 6.0 cc ccccs 314464 
Arctios, trimmed .....6..06 Ha 3 
Arctics, untrimmed ........ 2 





U. 8S. Rubber Co. display at the convention of the California Retail Shoe 
Dealers, held in San Francisco 


a niet 
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Showing a Complete Line—Novelties and Staples—of 


Infants’, Children’s, Misses’ and Growing Girls’ Styles 





You are missing one of the best sources of supply for the 
opening season if you fail to get our Fall and Winter Catalog 
showing our complete line of children’s Turns, Welts, 
McKays. 

You'll find in it a line of attractive novelties that will 
stimulate trade—and the prices are right. Our line of 
staples is bigger and better than ever. 













Mail the coupon today and get your copy fresh from the 
press. 


* 
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eo 2 
SINBAC *. Wi, 
The Fi line 








= 


215 W. Monroe “4 
Chicago 
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- 


dried enough to mail. 





i Please send me a copy % > 
Wi of your Fall and Winter " : 

i Catalog, which is now on Se, 4b ADE re pa oF 

i the press, just as soon as the — 4». C 

i books are printed and have Se, CA ] . 
9 






Sinsheimer Bro. & Co. 
211-15 W. Monroe St. 
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skilled beaders. We keep ‘a little list’ 
of the names of our more recent em- 
ployees. If they don’t prove compe- 
tent we don’t employ them another 
year. Many women who for various 
reasons quit this beading work have 
returned to us through urgent solici- 
tation and the absolute need of more 
hands.” 


E. M. CHESLEY DEAD 


Was Member of Firm of Chesley & 
Rugg, Well Known Manufacturers 


The death, June 26, of E. M. Ches- 
ley of the firm of Chesley & Rugg, 
shoe manufacturers of this city, re- 
moves a prominent figure in the 
Haverhill trade. Mr. -Chesley had 
been for more than fifty years ac- 
tively associated with the production 
of Haverhill-made footwear. About 
three years ago owing to ill health he 
discontinued active business. 

Mr. Chesley was born in New 
Hampshire and came to Haverhill as 
a youth of sixteen years. He was as- 
sociated with the firm of Kimball 
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Bros., shoe manufacturers, and was 
for a short time engaged in business 
in Kennebunk, Me. In 1889 the firm 
of Chesley & Rugg was organized, 
since which time it has grown to be 
one of the largest concerns of its kind 
in New England. 

Mr. Chesley is survived by his wife, 
three sisters, two sons, two daughters 
and two grandchildren. The funeral, 
which was held from his Haverhill 
residence, was attended by many shoe 
manufacturers. 


Remove to New Factory Plant 

Witherell & Dobbins Company, 
which for several years has been in 
one of the Burgess-Lang factory 
buildings on Essex Street, has re- 
moved to its recently completed “day- 
light” factory on Washington Street. 
This plant, large as it is and repre- 
senting the most modern ideas in fac- 
tory construction, will be none too 
commodious for the output of women’s 
turns and welts. It will be operated 
at full capacity beginning the present 
month. 
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Heel Company Moves to New Hamp- 
shire 


The Merrimac Wood Heel Company 
has ‘secured a new and larger plant at 
Salem, N. H. The building has been 
modernized and adapted to the pro- 
duction of wood heels. Equipment has 
been moved from the local factory on 
Hale Street. The new plant is now 
fully under way. 


Making Shoes in Salisbury 


The W. H. Butler Company, manu- 
facturer of women’s shoes, is now 
producing goods at its new factory in 
the neighboring town of Salisbury, 
Mass. The two-story plant in that 
town was built by the Butler com- 
pany and will be occupied exclusively 
by this coneern. 


A SIGN OF PROGRESS 


The Hannahsons Shoe Co., 35 Win- 
gate Street, Haverhill, Mass., has 
started a billboard campaign of ad- 
vertising, featuring its new slogan, 
“In Style and In-Stock.” 

Two signs (illustrated below) are 
located a short distance from Haver- 
hill on both sides of the Boston & 
Maine Railroad tracks and placed in 
conspicuous positions. 

The company has had many compli- 
ments on its aggressive line of public- 
ity which is reflected in the tremen- 
dous growth of the concern during 
the last year. 








Occupying Former Guptill Plant 

J. A. Manning Company has re- 
moved from the location in one of the 
Burgess-Lang buildings to the factory 
on corner of Winter and Duncan 
streets, occupied for many years by 
Hervey E. Guptill. The Manning com- 
pany will be enabled to enlarge its 
footwear output and in other ways 
facilitate the conduct of its business. 








TO MAKE SHOES AT FAIR 


Exhibition of Turn Process to Be 
Feature of Brockton Fair 


President Field of the Brockton 
Fair has arranged with the George 
E. Keith Company to make ladies’ 
turn shoes on all four days of the 
fair in October. The Keith company 
makes turn shoes in Rochester, N. Y., 
and Boston. To make these goods in 
Brockton it will be necessary to move 
machinery from Boston and set it up 
in the educational building at the 
Fair Grounds. William L. Merrill, in 
charge of making ladies’ shoes in all 
of George E. Keith Company’s fac- 
tories, will have supervision of this 
work at the Brockton Fair. The 
shoes will be of the best grade, it 
being the intention to combine the 
highest degree of style and quality 


— — 





Brockton 


for the purposes of this exhibition. 


To Depict Brockton’s Shoe Industry 


The pageant committee for the Pil- 
grim Tercentenary Celebration in 
Plymouth, Mass., during July and 
August has -requested that Brockton 
be represented in the pageant in that 
town August 1, and that a citizens’ 
committee be appointed to arrange 
such an exhibit. This committee, 
having organized, it was the consen- 
sus of opinion that Brockton should 
be represented by a float depicting 
the city’s shoe industry. W. L. Doug- 
las Shoe Company offers the use of 
its largest truck. This plan will be 
especially appropriate as identifying 
Brockton with the early shoemaking 
days of Plymouth county. It is well 
known that one of the passengers on 
the second trip of the Mayflower was 


a shoemaker. He plied his trade 
while crossing the ocean and for 
many years after his arrival at 
Plymouth. 


Brockton Shoe Shipments 

For the past six months the 1921 
shoe shipments from Brockton totaled 
303,060 cases. With continued in- 
crease in the demand for made-in- 
Brockton men’s and women’s welt 
footwear, it is a reasonable predic- 
tion that at the end of another six 
months there will be a substantial 
increase over the amount of shoes 
shipped from Brockton during 1920. 


Shoe Firm Will Double Output 

Barney, Capen & Denham Com- 
pany, with factory on Montellc 
Street, are planning to double the 
present output. 
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eKetth’s 





MEN’S 


Stock No. 762 
Widths AA to D 


Price $7.00 


A. As, 29q “Broadway, Room 415— Boston, 207 Essex Street 
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WOMEN’S 


Stock No. 
Widths AA to 


Price $7.00 
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Konqueror”? “Tulletin 
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Here tk H— 


“The Golf Shoe “Par Excellence 
Carrica the sSteady = Man’’ 
Golf Sole, made righl, because 
the “Rubber Spikes hold the 
MWearer sleady—They do nol 
dig ufo the Curt nor scratch the 
= floor. 

Jn Slock ready for shipment. 


he “Preeton “Ts Keith Shoe Co. 
~At Waco. . 











Cro il 
(eRtEriN | 


iFF 
GRIFFIN 


SUEDE POWDER ER 


| CLEANS & RECOLORS 


oG : | 

| SUED df AND nape y LEATHER FOOT WEA ag 
we 

| GR Ga MFG CO. Inc 





Griffin suede Powder 
in the pad bottom tin. Cleans 
and centeres color and surface in- 
stantly. The pad is absolutely 
effective. In white, chamois, 
fawn, field mouse, gray fawn, 
champagne, ivory, light, medium. 
dark and gray castor, light olive, 
seal and nigger brown. light, 
medium and dark gray, black. 

$20.20 Gross, $1.85 Dos. 


There are no better or better known dressings for all kinds of white shoes than Griffin. 


GRIFFIN MANUFACTURING CO., Inc. 
67-69 MURRAY STREET 





Griffin White Kidine 
For all white kid shoes. A per- 
fect white cleaner that gives «a 
kid glove finish. 

Small (an). —, $15.60 Gross, 
1.385 Dos. 

Large (286) Size. $21.60 Gross, 
90 Dos. 
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Grifin Lotion Cream 


In white, black, light tan, 
Havana brows, dark brown, light 











Contains no injurious 

It is to the leather what 

cold ‘cream is to skin. 

3 os, Sise, $21.60 Gross, 
$2.00 Dos. 








Griffin Peuerwhite 
Cleaner 





| The Right Shoe Dressings 
for Spring F 


For all white shoes except kid. 
A ' ome cleaner, not a white- 
wa 


8% oz Folding Top Carton— 
8.00 Gross, $1.55 Dos. 
i 5 oz. Size, Neck Box— 





$21.60 Gross, $1.90 Dos. 


NEW YORK, U. S. A. 
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Make “Barry” Your Buy-word— 
It Pays 


If you are looking for a sales booster 
here’s a number that will just do the 
trick. Somewhat conservative, but 
withal ‘‘Full-o-Pep.” 


In Stock, Ready to Ship—NOW 
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See us at Booth No. 73 


== 
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Stock No. K901 


Gallun’s No. 4 Tan Norwegian Oxford. Tip, Vamp, Quarter 
and Heel Foxing Pinked and Perforated. Heavy Single Sole. 
Stitched Heel Seat. Broad Inch Heel. 

A, 7-11; B, 6-11; C and D, 5-11. 


Price $6.50 


Stock No. K902 
Same as above only Brack Norwegian, $6.50 


“One Pair Sells Another’”’ 
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T. D. BARRY CO. 


BROCKTON, MASS. 


STOCK DEPARTMENTS 
At the Factory, 200 Fifth Ave., Room 608 
Brockton, Mass. New York City 
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|| “AT-LAST-A” 


Let Us Repeat the Name 
Ain has stood the test for five years and 


is really a super quality dressing for white can- 
vas and duck footwear.’ 


AT-LAST-A will increase your dressing busi- 
ness—because it positively will not rub off—because 
it goes much farther than other dressings—because it 
makes friends of everyone who uses it. 


BUILD YOUR BUSINESS ON QUALITY 
BUY AT-LAST-A 


| ~SOLVOL PRODUCTS CORPORATION 
| 161-163 North Curtis St. CHICAGO, ILL. 
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To the Merchant Who Can Buy 
in Case Lots of One Width 





FORMS THAT FIT 


The Shoe Manufacturing Business 


Hano Forms are ruled to meet the special needs 
of the Shoe Manufacturing Business. Save Time 
and Labor. Show conditions at a glance. 


Send us a set of your present forms. Our 





Service Department will be glad to show you 
how we can simplify them. 





WE SAVE YOU 25 TO 33 PER CENT 
PHILIP HANO & CO. 


General Sales Offices 
Suite 252, 799 Broadway, N.Y. C. 
Factory: Holyoke, Mass. 




















Pat. leather, 1 strap San- 
dal, large perforations, 
white inlay. 


Buying in Balk 
Grocers used to display their wares by placing them 
in bushel baskets on the sidewalk. In those days 
customers often paid for dirt when they were buying 
coffee. 
Then came the day of standardized merchandise. 











Here is a shoe that you can retail at $7.00 at a good 
profit. A limited amount now ready for delivery 
in B and C widths. Full Louis celluloid covered 


©OOOOSSOO OOOO OOOOOOOOOOOOO 


heel. 
- ' Grocers gradually learned to sell their wares in sani- 
Order Ear ly! = packages, trademarked for definite quantity and 
quality. 
a Advertisers used to buy space in publications “in 
HARRISON LOCKWOOD bulk.”” Like the old-time grocer’s customers, they 
COMPANY frequently received as much refuse as “coffee.” 


The Audit Bureau of Circulations has done for advertising 
what standardized merchandise has done for the consumer. 
It has marked circulation with a stamp of accuracy.. 

In the Boot and Shoe Recorder's circulation an advertiser 
buys a definite and known quantity. Its records are audited 
by the A. B. C. 


HAVERHILL, MASS. 
Boston Office: 141 Lincoln Street 
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Styles That Your Trade Demands 


White Ivory Sole and Heel 


No. B132 
White Egyptian 
Cloth 
Price $5.00 


Goodyear Welt 14/8 Heel 
AA, 4-7; *. 4-7; B, 3%-7; 


» 3-7. 


No. B513 
White Egyptian 
Cloth 
Price $5.25 


Turn 13/8 Baby Louis Heel 
AA, 4%4-8; A, 4-8; B, 3%-8; 


Cc, 3-8; D, 4-8 


No. B574 
Black Glace Kid 
Price $6.25 


Turn 


16/8 Wood Covered Full Louis 
Heel 


AA, 4%-8; A, 4-8; B, 3%-8; 
C and D, 3-8 


No. B135 
White Egyptian 
Cloth 
Price $5.50 


Black Kangaroo trimming 
Goodyear Welt, 8/8 Heel 
AA, 5-7; A, 4-8; B, 4-7; C, 3-8 


TERMS: Net 30 Days 


No. B130 
White Egyptian 
Cloth 
Price $5.25 


Goodyear Welt, 16/8 Wood 
Covered Full Louis Het 


AA, 5-7%; A, 4-8; B, 3%-7 
C, 3-8 


No. B129 
Dark Brown Kid 
Price $6.00 
Goodyear Welt, 14/8 Heel 


AA, ik A, 48; B, 4-8; 
3-8; D, 4-8 


THE MENIHAN COMPANY 


Shoemakers for Women 
ROCHESTER, N. Y., U.S. A. 














Be oe ren SL RS 








Buyers’ Easy Reference Directory 











BOSTON, MASS. 


TANNERS CUT SOLE CO. 


Oak and Union Cut Soles of 
Uniform Quality, Cut and 
Sorted to Standards by Ex- 
perts. Enlarged Capacity and 
Variety of Grades enable us to 
supply all demands. 


Large Capacity—Prompt Service 
MANUFACTURING PLANT: 
90 Wareham Street 


DISTRIBUTION OFFICES: 


321 Summer Street 
BOSTON, MASS. 





NEW YORK, CHICAGO, CINCINNATI, MILWAUKEE, ST. LOUIS 















Retails, $2, $3.50 


A_ Scientifically 
Constructed Shoe 


The Burkley Ventilated Foot De- 
veloper is made under the sanction 
of prominent men in the medical 
field. The growing foot of the 
child could be fitted with nothing 
better. —_ wear 
VENTILATIONS §=©and perfect fit make 
PATENTED them little sales 
builders. For quick 
deliveries, phone 
Brockton 2133. 


BURKLEY 
SHOE CO. 


1156 No. Main St. 
Brockton, Mass. 








- 








A WANNALANCIT MOCCASIN 


Attractive, long-wearing slipper for home comfort. Made 
of buck, deer or elk. Sizes for men, women, children and 
infants. Plain or Fancy. 

Prompt shipment of large orders as well as small. Con- 
tinuous service. Factory running to capacity. Interesting 
catalogs and price list sent at your request. 


J. S. TURNER MANUFACTURING CO. 
133 Middle Street Lowell, Mass., U. S. A 








Kid Ballets— 
Childs’ 8%-11 ........ 
Misses’ 11%-2 ... 
Girl’s 2%-7 ....- 





’ Cab Bondoirs— 





Terms 2% 10 days. Net 30. 


THE BAY STATE SLIPPER CO. 


IN STOCK 


Orders Shipped Same Day 
Received 


Black 
Red 





HAVERHILL, MASS. 








Covers for 
Shoe Forms 


Silk Stocking 
In All Colors 


An exclusive quality 
proposition for manu- 
facturers of low shoes 
—gives exact reproduc- 
tion of ankle with colored 
silk stocking to match. 
“A silk stocking for 
your shoe forms.’’ 





Write for details. 


H. H. PROMISEL 
12 West St. 
Mass. 


i 
a 


U. 8S. PAT. NUMBER Boston 
1141313 











Kistler, Lesh & Co. 


SOLE LEATHER 
BELTING BUTTS 


St. Marys Mt. Jewett Burke Muskegon 







AND 







TANNAGES 





Boston, Mass. 











FOREIGN BUSINESS 


Your overseas customer prefers to do business his 
way. If he does not read English, he should be 
written to in his own language. Make it easy for 
him to understand your message. 

Our business is to translate English into French, 
and vice versa. Not only letters, but catalogs, bro- 
chures, pamphlets, etc. 

Write the Editor, The Export Recorder, 207 South 
St., Boston, for his opinion of our work. 


D’AVESNE TRANSLATION BUREAU 


755 Boylston Street Boston, Mass. 
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Diamond Brand Fast Color Eyelets are found 
most exclusively on the newest samples in 
the better grades of shoes. 
1 OF obic-re Op a¥-1>\ a ©) (6) aD nid )(- an @oyeeley- veh 
Boston, Massachusetts 


From actual pee ane by Garo, Boston 
All rights reserved 
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Order Shoe Trimmings Today! 


Our original novelty designs await your careful inspection. We 
stake our reputation upon the desirability of these new designs. 
Shoe manufacturers who are interested in shoe trimmings will 
find it to their advantage to communicate with us immediately. 









We can make prompt deliveries of shoe trimmings which will 
add selling value to your shoes. 





We await your order. 


D. T. Dudley & Company 


66 Washington Street Haverhill, Mass. 
Established 1873 






ry 
















No. 63 
PO ng Moccasin 
tyle, Soft Chrome 


DON’T SAY “JUST THE SAME” 
You could double your sales on Felt 









No, 184 


Men’s ae - eee Sole, Gieows he ~ ing “ROYAL MAKE.” Sole, Extra Heary Padded, Royal 
FULL SATISFACTION 
ON Royal footwear Manufacturing Co. PRIAND QUALITY 
MAKERS OF 


FELT SLIPPERS AND BATHING SHOES BROOKLYN, N. Y. 
ele espe poled poe eo 


97 SOUTH SIXTH STREET 












Fine Calf Leathers 


MANUFACTURERS OF 


Velvetta Calf — 
Tuscan Calf — 
Russia Calf — 


Apache Beaded Moccasins 


House Slippers which combine comfort, durability and 
attractiveness. Made of Tan Ooze Sheepskin. A display 
will brighten your window and the sales will surprise you. 
Send for a pamphlet which shows an entire line of these 


Moccasins. 
Prices of Apache Moccasins 
Babies’ sizes, 1, 2, 3, 4, 5, per pair............ eae $ .59 Strictly Fine Full-grain Calf Leather 
me's 8 —_ 6 13 t8, io. r aoe... Gee aweits-ten detuned yt 4 
isses’ 8 1 > 3 t POMP. . ccccscscsccsces e ~ 
Ladies’ sizes, 8, 4, 5, 6, Der DAir..........ccceceueeeeees 1. HUNT-RANKIN LEATHER CO. 
Men’s sizes, 7, 8, 9, 10, 11, — POIE. cc ccccccccccccccces 1.17 


106 Beach St. Boston, Mass., U.S. A. 


we wee eee ee eee eee eee eee 


ARROW NOVELTY CO., Inc., 108 E. 16th St., N. ¥. C. 
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IN STOCK NOW 


LIVE ONES—REAL HOT 








Pointers 


Our 
Popular 
Monthly 
House 
Organ 
Catalog 
Is 

on 

the 

Job 
Again 
This 
Month 


in 
America 


Today. 
Ask 


for 
Your 


Copy. 


Diamond 


METAL CALF 


5.90 


TONEY RED OR GUN 









W ingfoot 
Rubber Heel 


ety Attached 


Last 
B, C, D; 6 to 10 
Toney Red Calf—No. 442. Black—No. 452 - 





No. 26 GALLUN’S OR GUN METAL CALF 


6.75 






anise 
Di ubber Heel 
are iat, Attached 
Heel Full Fibre Mid. 
Sole. Brass Eyelets 
B, C, D—6 to 11 

Mahogany Calf—No. 439. Black—No. 454 





These are but two of a hundred models now in stock. Each has 
been selected because of its selling strength proven thru an analysis 
of our fall factory orders. A complete description of stock styles, 
men’s and women’s, will gladly be sent on. request. 








Unbranded 
Stock 
Shoes 
That 
Make 
Good 
Anywhere 
Anytime 
Is 

Our 

Long 

Suit. 


Sample 
Pairs 
Prepaid 
to 
Merchants 
Who 
Want 
the 
Same 
Easy 
Selling 
We 
Afford 
Our 
9,000 


Customers. 











HMiamond Shee TF 





196 CHURCH ST., NEW YORK CITY. 


2 Factories—Brockton, Mass. 
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Changes in Business 


Current Events in Failures, Suspensions and Activities 
in the Shoe and Leather Trade 

















CHANGES 


Englewood, Ill.—J. W. Seeby, general 
store, reported recently commenced 
business. 


Haleyville, Ala.—Clement & Davis, gen- 
eral store, reported recently com- 
menced business. 


Hartford, Conn.—Meyer Stein (314 Park 
Street), boots and shoes, reported re- 
cently commenced business. 


Jackson, Ky.—J. W. Freidman, boots and 
shoes, etc., reported recently com- 
menced business. 





Lake View, Ill.—John Skaug, general 
store, reported recently commenced 


business. 

Lewes, Dela.—Lon Rickards, general 
store, reported recently commenced 
business. 


Paterson, N. J.—Wax Shoe Shop, boots 
and shoes, reported recently com- 
menced business. * 


Youngstown, Ohio.—John P. Riley (The 
Big Store), general store, reported re- 
cently commenced business. 


Garden Grove, Cal.—Scott & Co., general 
store, reported partnership dissolved. 


Nashville, Tenn.—Fisher & Brandt, boots 
and shoes, etc., reported partnership 
dissolved. 


Salem, Mass.—Tuttle-Fayen Tanning Co., 
tanners (Geo. S. Fayen, Pres.), re- 
ported retired. 

Aberdeen, Wash.—W. Schaffer, boots and 
shoes, etc., reported succeeded by 
Westenhaven Bros. 

Blue Mound, Kan.—Julius Gottlieb, gen- 
eral store, reported succeeded by 
E. B. Neland. 


Chateaugay, N. Y.—P. E. Young & Co., 
boots and shoes, etc., reported suc- 
ceeded by Ernest W. Hunter. 


Clarkford, Idaho.—Charrey & Co., general 
wore. reported sold out to A. F. 
ockert 


Fairfax, 
and shoes, etc., 
by T. L. Moore. 


Fairmont, W. Va.—James t. Coogle, boots 
and shoes, etc., reported succeeded by 
E. C. Rowand Co. 


Fulton, N. Y.—Rosenbloom Bros. Co., 
Inc., boots and shoes, etc., reported 
succeeded by Joseph Rosenbloom. 


Heavener, Okla.—F. L. Blair, general 
store, reported succeeded by C. F. 
Plummer. 

Jamaica, N. Y.—Barnet Kleinman, boots 
and shoes, reported succeeded by 
Henry Lupke. 


Meridian, Idaho.—J. D. Robertson, gen- 
eral store, reported succeeded by L. C. 
Wildman. 

Minot, N. D.—M. G. Olson Co., boots and 
shoes, etc., reported succeeded by 
Borene & Hofto. 


Okmulgee, Okla.—W. H. Blankenship Co., 
boots and gheos, etc., reported suc- 
ceeded by V. . Kendall. 


Rush City, Minn.—John O. Anderson, 
boots and shoes, etc., reported sut- 
ceeded by Westberg & Anderson. 


S. D.—Ankery & Moore, boots 
reported succeeded 


Wiwauma, Fla.—John Sheffield, general 
store, reported succeeded by Arm- 
strong & Dowdell. 

New York City, N. Y.—D. Hecht (8 East 
116th Street), boots and shoes, re- 
ported left town, moved away. 


Eagle Grove, lIowa.—Gildner Bros. & 
McCarty, boots and shoes, etc., re- 
ported sold or closed out of business. 


Findlay, Ohio.—Morescot Clothing Co., 
boots and shoes, etc., reported sold 
out to Fred Rollands. 


Hortonville, Wis.—F. L. Graef, general 
store, reported sold or closed out of 
business. 

Knoxville, Tenn.—Lee R. Flatford, gen- 
eral store, reported sold out to A. 
McWane. 

Lake View, Ill.—A. Sternitz, general store, 
reported sold or closed out of busi- 
ness. 


Los Angeles, Calif.—J. Smolsky, boots 
and shoes, etc., reported sold out to 
Mrs. Rose Chazan. 

Jacob Stone, boots and shoes, etc., 
reported sold out to H. Strauss. 


Mystic, Conn.—A. B. Neimon, boots and 
shoes, etc., reported sold out to Louis 
Bendett. 

Nelsonville, Ohio.—A. P. Scott, general 
_— reported sold out to Neikirk 

o. 

Newark, N. J.—Aaron Sawyer, boots and 
shoes, reported sold or closed out of 
business. 

Orangeburg. S. C.—Tyler Bros., boots and 
shoes, etc., reported sold or closed 
out of business. 


Passaic, N. J.—Max Miller (Monroe Fam- 
ily Shoe Store), boots and shoes, etc., 
reported sold or closed out of busi- 
ness. 

FAILURES 


Philadelphia, Pa.—Joseph J. Smith, re- 
ported called meeting of creditors for 
July 11. 

Specialty Shoe Co., wholesale boots 
and shoes, reported called meeting 
of creditors for July 6 at Boston. 


Racine, Wis.—Monarch Shoe Co., Inc., 
shoe manufacturers, reported embar- 
rassed; suspended. 


Canora, Saskatchewan.—John Dennis, 
general store, reported assigned. 


Humboldt, Saskatchewan.—Belauss, Solo- 
mon & Judel (Belauss Bros.), general 
store, reported assigned. 


Meleb, Manitoba.—Stanislaus Chodyniecki, 
genefal store, reported assigned. 


Menzie, Manitoba.—Joshua Laughton, 
general store, reported assigned. 


Allisboro, Ala.—Charles E. Dean, general 
seers. bankruptcy petition reported 
ed. 


Amity City, La.—Edwin C. LeTard, gen- 
eral store. bankruptcy petition re- 
ported filed. 

Birmingham, Ala.—McMatte & Co., gen- 
eral store, bankruptcy petition re- 
ported filed. 


Burlington, Wis.—E. J. Gysin, boots and 
shoes, bankruptcy petition reported 
filed. 

Chaumont, N. Y.—Chaumont Mercantile 
Co., boots and shoes, etc., bankruptcy 
petition reported filed. 


Seneca Chaumont Mercantile Co., 
general store, bankruptcy petition re- 
ported filed. 


Chicago, I1l.—Anchor Leather Co., leather, 
bankruptcy petition reported filed. 


Decatur, Ill.—Joe Stein, boots and shoes, 
etc., bankruptcy petition reported 
filed. 


Detroit, Mich.—Lindsay L. Thompson 
(7649 Oakland Avenue), boots and 
shoes, etc., bankruptcy petition re- 
* ported filed. 


Gahanna, Ohio.—Daniel C. Brintlinger, 
general store, bankruptcy petition re- 
ported filed. 

Healdton, Okla.—E. Simon, boots and 
shoes, ete., bankruptcy petition re- 
ported filed. 

Kansas City, Mont.—N. Gampel, boots 
and shoes, etc., bankruptcy petition 
reported filed. 


Lewiston, Me.—Bell Tire Co., bankruptcy 
petition reported filed. 


Macon, Fla.—Mathews-Johnson- Sanders 
Co., department store, bankruptcy pe- 
tition reported filed. 


Marion, Ohio.—James Walsh (Walsh Shoe 
Co.), boots and shoes, etc., bank- 
ruptcy petition reported filed. 


New Orleans, La.—John Weigland, gen- 
eral store, bankruptcy petition re- 
ported filed. 

New York City, N. Y.—Nathan Goldzweig 
(156 Clinton Street), boots and shoes, 
receiver appointed. 


Victor Grober (157 West Twenty- 
fourth Street, Daily Specialty House), 
boots and shoes, etc., bankruptcy pe- 
tition reported filed. 


Owensboro, Ga.—J. W. Kelley, general 
store, bankruptcy petition reported 
filed. 

Peabody, Mass.—Formal Leather Co., 
epee, bankruptcy petition reported 

ed. 


Racine, Wis.—Monarch Shoe Co., Inc., 
shoe manufacturers, reported embar- 
rassed; suspended. 


Sioux City, Iowa.—Morris Shapiro, boots 
and shoes, bankruptcy petition re- 
ported filed. 


South Norwalk, Conn.—Fred F. Watkins, 
boots and shoes, bankruptcy petition 
reported filed. 


Springfield, Mass.—Jas. G. Magee Co., 
leather goods, bankruptcy petition re- 
ported filed. 


Springfield, Vt.—Samuel Goldberg, general 
store, bankruptcy petition reported 
filed. 

Strawn, Texas.—Chas. H. Kahn, boots 
and shoes, bankruptcy petition re- 
ported filed. 

Wilkinsburg, Pa.—Wm. J. Sperling, boots 
and shoes, bankruptcy petition re- 
ported filed with liabilities of $9,300. 

Chicago, Ill.—Joseph & Kurtz (723 Max- 
well Street), boots and shoes, etc., 
reported offering to compromise at 25 
per cent. 

Macon, Ga.—Mathews-Johnson-Sanders 
Co., department store, reported offer- 
ing to compromise at 30 per cent. 

New York City, N. Y.—Tenser & Broader 
(Colonial Shoe Shop), boots and shoes, 
reported offering to compromise at 30 
per cent. 
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FOR LEASE 





O LET—Light roomy offices and sample 


rooms. 
MARTINE, 148 Duane St., 
Broadway, New York. 


Preferaby to shoe men. 
corner West 








SHOE DEPARTMENT TO LEASE 
In Smartest, live wire Ladies’ and 
Misses’ Specialty Store in Central 
Illinois. Doing a half million_busi- 
ness. Best location in city of 75,000. 
Immediate action necessary. Ad- 
dress C-673, care Boot & Shoe 
Recorder, 207 South St., Boston, 
Mass. 

















FOR SALE 





OR SALE—Ten cases Men’s one and 


two buckle arctics. 
pire brands. 
7 to 12. Fifty 
LYONS SHOE. STORE, Tulsa, Okla. 


Eskimo and Em- 
Plain and roll edge. Sizes 
per cent off list price. 
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MISCELLANEOUS 











WANTED TO BUY 


Shoe stores of stocks with a radius 
cf 400 miles of Pittsburgh. will 
terminate short leases or continue 
the business if justifiable. Address 
W. C. SMITH & CO., Johnstown, 
Pa. 














Cash Buyers 


Of general lines of footwear. Will handle 
stocks of any size. Business transactions 
strictly confidential. Address C498, care 
#eot and Shoe Recorder Publishing Co., 207 
South St., Boston, Mass. 


SHOE STORE 
CHAIRS 
SETTEES 







WINDOW DISPLAY FIXTURES 


The OSCAR ONKEN Co. 
1154 4th St., CINCINNATI, OHIO 














MISCELLANEOUS 





MISCELLANEOUS 





of Shoe Fixtures 
Glass Fixtures 





Ask for catalog ‘‘L’’ 
Window Valances 
A big stock for immediate delivery. 
Ask for samples. 
Window Rugs 
4 big Iine. Samples of materials and 
illustrations in colors sent. 
Decorating Plush 
Ask for samples. 


° 
The Hecht Fixture Co. 
Medinah Bldg. Chicage 
Wells St. and Jackson Bivd. 
NEW YORK SHOW BOOM 
66-67 E. 12th, Bet. Broadway & 4th Ave 





Ask for catalog ‘‘G.F.”’ 
Period Wood Fixtures 


Display Fixtures 
We Make a Specialty 


WANTED TO PURCHASE 


















We Buy for Cash 


Manufacturers’, Jobbers’ and 
Retailers’ Surplus Stocks, Jobs, 
Close outs. 


NO QUANTITY TOO LARGE 
We also purchase entire stocks 
from retailers or manufacturers. 
Send us particulars of what you 
have for sale. 

Short Term Leases Taken. 

We Pay Highest Cash Value. 


VAN PRAAG & CO. 


Shoe Dept., Martin Posner, Manager 
459 Broadway, New York, 


. ¥. 
Telephone Canal 9597-9598 
sdsusssasnsssnssesaessasssesssesseesssessassssssecssssssascsscsassessesssssaes: 
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Bicycle 
STEP 
LADDERS 


are made 
in many 
styles and 
to fit all 
kinds of 
shelving. 


Send for cata- 
log giving full 
description 
and prices. 

enn: 

THE BICYCLE 

STEP LADDER 
COMPANY 
67 Randolph St, 

Chicago, Ih. 








CASH PAID 


for shoe stores or surplus stocks of shoes or 
for other merchandise. Leases taken over. 
We will send a representative to investigate 
and make offer upon request. 


Kalter Cerf. Mercantile Co., Inc. 
591 Broadway New York City 
Phone Spring 5160-5161-5162 











Neatest, strongest, lightest and 
most convenient fitting stool 
on the market. 





Finished Golden Oak or 


Mahogany, 
Price ........ $3.50 each. 
Carried i» stock by all wholesale 


shoe and findings houses. If your 
jobber cannot supply you, order 
direct from us. 

MILBRADT MFG. COMPANY 
2416 N. 10th St. St. Louis, Mo 


For thirty-five years manufacturers of 
Milbradt Rolling Step Ladders. 





WANTED TO PURCHASE 











We buy quick and pay highest cash price 
for retail and wholesale stocks of shoes or 
any other merchandise, 

Quantity no object. 

For 80 years our specialty. 

Bank and mercantile reference. 


BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 
610 Broadway, Brooklyn 
Phone Stagg 1757 

















The NEW YORK EXPORT 


PURCHASING CORPORATION 
515-517 Brondway, 
New York City, N. Y. 


Surplus Stocks 
Entire Stocks 


BUY 


WILL Slow Sellers FOR 
{ } CASH 








DO YOU CONTEMPLATE 


Retiring or going out of business? 
I will pay value for your entire or surplus 
stock of shoes. 

Leases having a short term to run taken 
over. Established 25 years. 


I. OLENICK 


413 Broadway, New York. Tel. 9531 Canal 








Highest Cash Prices Paid 
for entire shoe stocks. We also buy your 
surplus or slow sellers, 
ject. Retail or wholesale. 
taken off your hands. Wire or 
ccc confidential, 


; GLAUBERG & CO. 
296 Church St., New York, N. Y. 


Short term leases 
phone us. 
Established 


goods, etc. 


Quantities no ob- 


We also purchase clothing, hats, furnishing 
Phone Canal 411% 








ATTENTION OF 


cash advances if necessa 
CANTOR & WOLPERT, INC., 
—Auctioneers— 


Opposite South Station 





Shoe Manufacturers and Jobbers 


We are soliciting consignments of general 
lines of footwear, and el also make liberal 


653-655 Atlantic Ave, Boston, Mass. 








adders 


Daynite 
Furniture Mfg. Co. 








Ideal Line Rolling Step 
Lad 


Fifteen Styles. Satis- 
faction Guaranteed. 
Lasts a Life-time. 
Write for Catalogue. 


213. Chouteau =‘ Trust 
Bldg. St. Louis, Mo. 











rate 





— 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


OSITIONS WANTED—Four cents per word for each 
Minimum amount accepted, seventy-five 

cents. For other “Want” advertisemen 
r word for each insertion. Minimum amount accepted, 
Ads under this heading will be received up to 
Friday of week preceding publication date. 
When advertisers desire answers to come in care of this 





“Recorder” rates for space less than one-eighth ates 
page per issue: 
Space i1time 7times 138times 26times 62 times — a 
1 in... $5.00 $4.00 $3.50 $3.00 $2.50 r 
2 in... 10.00 8.00 7.00 6.00 5.00 ment’ tor ad@vess. 
8 in... 15.00 12.00 10.50 9.00 7.60 
4 in... 20.00 16.00 14.00 12.00 10.00 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


office, twelve words must be allowed in each advertise- 


warded direct to their address, each word of the address 
must be counted in the advertisement and paid for accord- 
ingly. Answers to ads must be sent under letter postage. 


ts, seven cents 


When advertisers desire replies for- 








SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 








high shoes, three Oxfords. 


open, Michigan, Ohio, Indiana, 
Chicago, Minneapolis and St. Paul. 


These shoes will be made in the 
factory which for thirty years 
produced the highest grade shoes 
made in the west. 


OPPORTUNITY FOR LIVE SALESMAN 


Standardized Line, Men’s high-grade dress Welts, to retail at $5.00. Six 
Snappy, 
character, merit, affiliation with live merchants and live salesmen. 
other wanted. You live salesmen who want a live line, get busy. Territory 
Iinois, 


dependable high grade shoes of 
None 


lowa, Minnesota, also Detroit, 


FREEMAN SHOE Co. 
of BELOIT, WIS. 














ALESMAN WANTED—A LIVE WIRE 
S for lowa and Northern Illinois to repre- 
sent Rochester’s leading factory line of 
Juvenile Turns and specialties in infants’ 
shoes. Old established line. Superb 
factory stock service. Liberal commis- 
sion. Open live accounts in the territory. 
Particulars on application. To receive 
prompt attention kindly state length of 
time you have covered the territory, age 
and with what line you are connected at 
the present time. H. H. FREELAND, 
manufacturer, Established 1896, Rochester, 
N. Y. 





W ANTED—High grade salesmen who 
have faith in own ability to handle 
line of high grade work shoes and hunt- 
ing boots to retail trade on seven per 
cent commision basis in following ter- 
ritories: Virginia and West Virginia, 
Ohio, Indiana, Texas and Oklahoma. 
Commissions payable first of month after 
shipments. Address C-636, care Boot _& 
Shoe Recorder, 189 West Madison St., 
Chicago, Il. 











SALESMEN 
WANTED. 


From January Ist to May Ist 
this company increased its ship- 
ments to customers by 22% over 
the largest four months’ period 
in its history. 

Thinking people are demand- 
ing Ground Gripper shoes. 

Enlarged factory space, Sept. 
Ist, will give us greater produc- 
tion and we can use two addi- 
tional salesmen of experience. 

If you are the man, apply 
promptly with references. 


GROUND GRIPPER 
SHOE CO., Inc. 


Grippertown, Mass. 





- 





SALESMEN WANTED to carry our lines 

of Children’s First Step Turns, sizes 
1 to 5. Children’s Spring Heel Turns, 
sizes 4 to 8, 8% to 11, 11% to 2, in New 
York State, Pennsylvania, Colorado, 
Wyoming, Nebraska, Arkansas, Okla- 
homa, Minnesota, Wisconsin, N. & S. 
Dakota, Michigan & Ohio, Maryland, West 
Va., Va., N. Carolina, Washington, D. C. 
We carry every number in stock and pay 
the highest rate of Commission for selling. 
The only applicants who will be con- 
sidered are those having established trade. 
Apply STAUD SHOE CORPORATION, 
183 St. Paul St., Rochester, N. Y. 





SHOE SALESMEN WANTED to handle 

as side line on commission, the newly 
patented and highly endorsed Bonne 
Forme Ankle Reducer. Easy seller due 
to special dealer proposition, liberal com- 
mission—pocket outfit. Send list of cities 
covered and state class of trade called 
upon. L. R. TAYLOR CORPORATION 
18 West 34th Street, New York. 





WANTED—A first class shoe salesman 

to sell our line of medium priced 
Men’s Dress Welts on commission basis, 
in each of the following cities and 
vicinity: Detroit, Mich.; Dallas, Texas; 
Pittsburgh, Pa.; Milwaukee, Wis.; Cin- 
cinnati, Ohio; Cleveland, Ohio; St. Louis, 
Mo.; Indianapolis, Ind. Men who can de- 
vote most of their time in the city pre- 
ferred. We have an interesting proposi- 
tion for good salesmen. Address C-661, 
care Boot & Shoe Recorder, 189 W. 
Madison St., Chicago, IIl. 


S ALESMAN to carry a popular priced 
line of ladies’ turn Boudoirs, Ballets 
and Gymnasium slippers. P. O. Box 76, 


Haverhill, Mass. 





HOE SALESMAN WANTED for New 
York City to sell line of Women’s 
McKay Specialties to Department Store 
trade and the larger retailers on a com- 
mission basis. Will consider only man 
with experience and references. Address 
C-662, care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 





ANTED—Salesman for Ohio, Penn- 
sylvania and Michigan to sell the 
famous FOX line of Infant’s Soft Sole 
Shoes. Oldest and strongest line on the 
market, a year ahead of competition— 
and always has been, our factory stock 
department second to none. 10% com- 
mission, short snappy sample outfit and 
for a live wire the best side line in this 
country. State full particulars as to 
lines carried and length of time on the 
territory. References required. . eS 


FOX, manufacturer, Rochester, N. Y. 





S EVERAL good territories open for pro- 

gressive line of Milwaukee made work 
and semi-dress shoes; up to the minute 
style and workmanship; backed by ex- 
tensive mail advertising and dealers helps. 
Want men of proven ability willing to 
travel on straight commission basis, 
drawing account proportionate to actual 
sales. Open territories: Penn., -_ * 
E. Tenn., Ill. without Chicago, So. Iowa, 
Minn., Okla., Texas, Ark., Missouri. 
Samples now ready. Address C-665, care 
Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 





ALESMAN WANTED for line Men’s 
Goodyear Welt, Union Made, Mediurr 
priced shoes, in state of Michigan. Trade 
established, but resident salesman with 
some following preferred. Straight com- 
mission. Give full information, inciud- 
ing experience and references, in first 
letter. WEBER BROS. SHOE CO., North 
Adams, Mass. 





ANTED by a Brockton manufacturer 
a salesman for Eastern Pennsylvania, 
with the exception of Philadelphia. Line 
consists of up-to-date popular priced 
men’s welts, stock proposition. Only men 
with first-class references need apply. 
Full particulars in first letter. Address: 
C-666, care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 








ALESMEN wanted to carry side line 
of popular priced Children’s Turns, 
sizes 1 to 8, on commission basis. Ad- 
dress C-663. care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 








WE have a few good territories 
Open now. Some with estab- 
lished trade. Men’s Fine Calf 
Welts, popular prices, in stock. 
Applicants must have had travel- 
ing experience. Apply sending 
recent photo and full details of 
past experience and present oon 


nections in first letter. 
— COMPANY, Milwaukee, 
is. 











SALESMAN WANTED 


Shoe Salesman having an estab- 
lished trade in the New England 
states to handie our line of in- 
fant’s, Children’s. Growing Girls’, f 
Youth’s and Little Gent’s Shoes 
also a complete line of Felt Slip- 
pers and indian Moccasins. We 
pay a commission of 6% on all 
shipments and furnish sample |: 
trunk showing complete line. This [| 
is a high grade line of merchan- 
dise and will meet the demands of 


the better trade. Apply by letter 
> eg full details. THE BOLWAY f 
ep + 319 . Clinton St., ; 


Syracuse, N. Y. H 














Send all replies to Boot & Shoe Recorder, 207 South St., Boston, unles s otherwise noted in advertisement. 
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BOOT 





AND 


right purpose, to the right wear 
is the great problem of the retail shoe merchants. 
corder” is to help solve it; for this is the basic problem — which depends the ee ess of the en- 
tire allied industries relating to shoes and leather; th ibution. 

Annual Subscription in the United States, $5.00. 


No Subscription Accepted for Less Than One Year 


Member of the Associated Business Papers, Ino. Member of the 
Bach issue copyrighted by the Boot and Shoe Recorder Pub. Oo. 


ISSUED EVERY SATURDAY AT 239 WEST 39TH STREET, NEW YORK, N. Y., U. S. A. 


SHOE 


Per copy, 25 cents. 


Cable Address BOOTRECO 


RECORDER 


ER CREED: Getting More Shoes Sold Right; not only “more” but “right”; sold for the 
7 =. im the right fitting, for the right price, at the 
The chief purpose o 
r production and distr 


Canadian, $6.00. 


Root Newspaper Ass’n. Member of Audit Bureau of Oirculations. 
Entered at the Post Office, NewYork, N.Y., a8 second-class matter. 


right profit. Thi« 
f “The Boot and Shoe Re- 


Foreign, $10.00 








SALESMEN WANTED 


SALESMEN WANTED 





WANTED by a Brockton manufacturer, 

a salesman for Chicago and vicinity. 
Line consists of up-to-date popular 
priced men’s welts, stock proposition. 
Only men with first-class records need 
apply. Full details in first letter. Ad- 
dress C-667, care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 





WANTED by a manufacturer in_ the 
Brockton District, a salesman for New 
England. Line consists of up-to-date 
popular priced men’s’ welts, stock 
proposition, established trade. Only men 
with first-class records need apply. Give 
full particulars in first letter. Address 
C-668, care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 





ALESMEN WANTED — Owing to in- 
creased business we are in need of 
several salesmen to cover Pennsylvania, 
and adjoining territory, also Ohio, Indiana 
and several Southern States. Our line is 
exclusive footwear for women. Goods in 
stock. C. E. WETHEY SHOE CO., 78 
Reade St., New York City. 





ANTED—Side Line Salesmen to carry 
12 styles of women’s comfort shoes, 
6 boots and 6 low cuts all in stock. Must 
be a man of experience and with a regu- 
lar line of customers. Our shoes will 
build a buisness and must be placed with 
good accounts. Replies considered with 
absolute confidence. Address C-670, care 
Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 


SALESMAN WANTED—To sell the big 
retail trade of this country. Latest 
medium priced women’s welt shoes. 
Must be a man with acquaintance in that 
trade; big opportunity for the right man. 
Replies considered in absolute confidence. 
Address C-669, care Boot & Shoe Re- 
corder, 207 South St., Boston, Mass. 


ALESMEN WANTED — Three high 
class, experienced men to carry top 
quality factory line of children’s and grow- 
ing girls’ shoes in Milwaukee, Missouri, 
Kansas, and Nebraska, Oklahoma, Texas 
and’ Arkansas. Give full details of ex- 
perience, ability and references. Ad- 
dress C-672, care Boot & Shoe Recorder, 
189 West Madison St., Chicago, Ill. 











S ALESMEN WANTED to sell complete 
line of Juvenile Footwear. Can be 
carried as side line. Must be hustlers 
with large acquaintance who covers his 
territory very closely. Have _ several 
choice territories open which will produce 
a large volume. We issue catalogues 
and advertise the line very thoroughly. 
Have several salesmen now selling over 
2000 a week. If you are a live wire we 
want you and will pay highest commis- 
sions. Tell us all about yourself. Ad- 
dress C-597, care Boot Shoe Recorder, 
189 West Madison St., Chicago, II. 


W ANTED—Experienced shoe salesman 
to sell our specialty line of men’s 
dress welts in Iowa. State age, travel- 
ing experience, amount of yearly ship- 
ments and references. Address, NOYES 
a SHOP COMPANY, St. Joseph, 
ssouri. 





ALESMEN wanted to sell the big re- 
tail trade of this country. Ladies’ 
medium, priced welt shoes. Must be a 
man who has the acquaintances with 
that trade. A big opportunity for the 
right man. Replies considered in abso- 
lute confidence. Address C-669, care 
Boot & Shoe Recorder, 207 South Street, 
Boston, Mass. 


SALESMEN WANTED —Side line sales- 
men with successful records and 
established trade in the following states: 
Indiana, Iowa, Ohio, Kentucky, Alabama, 
Georgia to handle our complete line of in- 
stock juvenile footwear. Interesting line 
and _ attractive values. Write fully. 
FAUST SHOE CO., 19 S. Wells St., 
Chicago, Ill, 


ANTED side line salesmen to carry 
12 styles of women’s Turn Comfort 
shoes—six boots and six low cuts. All 
in stock. Must be a man of experience 
with a regular line of customers. Our 
shoes will build a business and must be 
placed with good accounts. Replies con- 
sidered in absolute confidence. Address 
C-670, care Boot & Shoe Recorder, 207 
South Street, Boston, Mass. 














LINE WANTED 


MANUFACTURER’S LINE 
WANTED 








Experienced salesman, fully 
selling shoes for one concern for 
past nine years, wishes to represent 
a manufacturer of a good line of 
shoes in Virginia, North Carolina, 
South Carolina, Tennessee, Florida, 
Georgia, Alabama, Mississippi and 
Louisiana. He has already built 
up large clientele of customers in 
this territory. lent refer 

Address 657, care Boot & Shoe Re- 
corder, 207 South St., Boston, Mass. 

















A MAN who is making $5,000. a season 
desires to secure a high grade line 
of Men’s or Women’s shoes for the State 
of Indiana. Only a well known line with 
real merit will be considered. If you are 
not securing proper representation in 
Indiana and want a salesman who has 
a wide acquaintance, knows this terri- 
tory and who can produce results, write 
the address below. All correspondence 
strictly confidential. Address C-674, care 
Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 


WANT LINE, cheap or medium priced, 
ladies’ dress shoes for Middle West. 
Can show big results with the right sort 
of line. Address C-664, care Boot & Shoe 
Recorder, 207 South Street, Boston, Mass. 








HELP WANTED 


WANTED—A live wire Window Trim- 

mer, who is, also, a good News- 
paper Advertiser. Must be a good and 
reliable man. Address. MURA’S BUSTER 
BROWN SHOE STORE, Greensburg, Pa. 








S PECIALTY SALESMAN WANTED for 
Iowa, Missouri, Kansas and Nebraska. 
to sell a first class line of Men’s Good 
Year Welt Shoes at popular prices. 
References must accompany application. 
Address C-671, care Boot & Shoe Re- 
corder, 207 South St., Boston, Mass. 


FOREMAN WANTED—Thoroughly ex- 
perienced man to take entire charge 
of a New York factory making Ladies’ 
high grade turns. Write, giving experi- 
ence and reference. Address K-466, care 
Boot & Shoe Recorder, 127 Duane St., 
New York City. 


PUBLISHED WEEKLY IN THK INTEREST 
OF THB RETAIL SHOR MERCHANT BY THE 


BOOT AND SHOE RECORDER 
PUBLISHING CO. 
(Incorporated under Massachusetts Laws) 


CAPITAL $150,000 


OFFICERS OF THE OORPORATION 
CHARLES G, PHILLIPS, President 
EVERITT B. TERHUNE, Treas. and Gen’l Mgr. 
GEORGE W. R. HILL, Ist Vice-President 
H. WALTER SCOTT, 2d Vice-President 
ARTHUR D. ANDERSON, Secretary 


SWAIN, CARPENTER & NAY, Counsel 
101 Tremont St. 


ARTHUR D. ANDBDRSON, Baitor 
B. C. LOGAN 
OWEN A. THOMAS 
HELEN M. HANEY 
Associate Editors 





PUBLISHERS’ NOTION 
SUBSORIPTION—The atone. Dp 
Boot and Shoe Recorder $5. 
which includes 


; , Ha 
Philippine Islands and Mexico. The price 
for Canada is $6.00 a year, including post- 


age. 
FOREIGN SUBSCRIPTION—The price to all 
foreign countries except the above is $10.00 
per year, including postage. 
All subscriptions are payable in advance. 
ADVERTISING RATES—Card of A 
Rates furnished on application. For rates 
for Wants, for Sales, etc., see Want Page. 


3.8 





OFFICES IN 

BOSTON OFFICE: 207 South Street. 
Correspondence relating to all de- 
partments should be addressed to 
the Boston Office. 

BROCKTON OFFICH: 224 Moraine St. Geo. 
W. R Hill, Manager. Telephone 507. 

CHICAGO OFFICE: 189 West Madison 8t. 
Telephone Main 1089. B. C. Bowen, Maa- 
ager. 

ST. LOUIS OFFICB: 1627 Locust St. B. CO. 
Bowen, Manager. 

NEW YORK OFFICE: Room 101, Graham Bldg., 
127 Duane St. H. Walter Scott, Man- 
ager. Telephone 2425 Canal. 

PHILADELPHIA OFFICE: Suite 1420, Widener 
Building. H. Walter Scott, Manager. 

HAVERHILL OFFICE: Chamber of Oommerce 
Rooms, Haverhill National Bank Bldg. Geo. 
W. R. Hill, Manager. 

CINCINNATI OFFICB: 810 Second National 
Bank Bldg. H. M. Bowen, Manager. Tele 
phone Canal 4426. 

ROCHESTER OFFICD: 609 Powers Bldg. 
Rossiter L. Seward, Western New Y 

tative. Telephone Stone 6314, 

LYNN OFFICE: Fred A. Gannon. 

MILWAUKED OFFICE: B. OC. Bowen, Man- 
ager. 

WASHINGTON OFFICD: William L. Daley, 
816 Fifteenth Street, 

PARIS OFFICE: 2 Rue des Italiens. L. Hub- 
bard, Manager. 

LONDON OFFIOB: John C. Curtiss, Man- 
ager, 11 Haymarket, London, 8. W. 1, Bngland. 

AUSTRALIAN - OFFICE: 4380 Lit. Collins 8t., 
Melbourne. G. Jervis Manton, Manager. 

CONTINENTAL OFFICE: William Sals- 
man, Manager, Wasagasse 2, V! . e 

ARGENTINA: Buenos Aires, Rivadavia, 2721. 
P. Sabazzini, Gerente. 

BRAZIL: Gerente, John 8S. Fitch, 88 Rus 
General Camara, 88 Sob. 

CHILE: Santiago, Las Rosas 1128-1127. Otte 
Fuhrimann, Gerente. 

= Mr. H. Gomes, Corrales, 2A, Havana, 

JAPANESH OFFICE: Yokohama. J. F. 
Wagen, Manager. 

SPAIN: Jerente, Leoncio de Miguel, 
Librero Editor, 20 Fuencarral, Madrid. 


Send all replies to Boot & Shoe Recorder, 207 South St., Boston, unless otherwise noted in advertisement. 
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Centurian Shoe Co., Brooklyn, N. Y...... 29 
Churchill & Alden Co. (Campello), Brock- 
tom, Mass. ...ccccccccccccececes 4th Cover 
Clapp, Edwin & Son, Inc., E. Weymouth, 
| Maren Cee eee ere eee Peet Tekh ee 69 
Collins & Staples, Haverhill, Mass. .28, 66 
Consolidated Shoe Co., Boston............ 75 
Cotter Shoe Co., Boston.............-+-+-. 23 
Craig-Read & Emerson, Inc., Brockton, 
76 


BE, cdcdvacebosdoccosacedsecesecacs ace 
Diamond Shoe Co., New York City....... 91 
Duttenhofer, Val, Sons Co., Cincinnati, O. 26 
Eaton, Chas. A., Co., Brockton, Mass..... 


Endicott-Johnson Corp., Endicott, N. Y., 
3d Cover 


Elam, F. S., Shoe Co., Rochester, N. Y... 71 
Excelsior Shoe Co., Portsmouth, O....... 13 
Felstiner-O’Connell Shoe Co., Inc., Haver- 

RE. Bn hhc cckcenceess se ncesonncens 
Fern & Poor Co., Inc., Newburyport, Mass. 67 


Fox, Inc., Chas. K., Haverhill, Mass...... 1 
Freeland, H. H., Rochester, N. Y......... 10 
Georgetown Standard Shoe Co., George- 
GOWN, BIAGR. ccvccccccadcccscssseceesess 67 
Goodger-Milow Shoe Co., Inc., Rochester, 
Ms Ms Peasscvnnedccwandssuesescssnnens 75 
Goodger, W. C., Rochester, N. Y......... 71 


Goodrich, Hazen B., Co., Haverhill, Mass.. 78 
Greater New York Mfg. Co., New York 


Me tisetacdichedadadsserecodanseoans 64 
Gustim, M., New York City............ 66, 70 
Hammond Shoe Co., Haverhill, Mass..... 68 


Harding Shoe Co., Inc., Haverhill, Mass.. 68 
Harrison-Lockwood Co., Haverhill, Mass. .67, 86 
Hill Bros. Co., Hudson, Mass............. 22 
Howard & Foster Co., Brockton, Mass.... 68 
Jacobs & Thatcher Co., New York City... 28 
Johnston & Murphy, New York City...... 69 
Keith, Preston B., Shoe Co., Brockton, 


BS obec cb cddeccaVecncecsterntscccede 84 
Krohn-Fechheimer Co., Cincinnati, O...... 8-9 
La Crosse Boot and Shoe Mfg. Co., La 

GUOEER, WH csccccccscacedsdccccccccess 70 
Lilly, Henry, New York City............. 68 
Maid-Rite Felt Slipper Co., Brooklyn, 

67 


Bes Es cccennccncctebbeededsieseabbet snd 
Marston & Tapley Co., Danvers, Mass.... 70 
Martin, A. H., Co., Rochester, N. Y...... 71 
Menihan Company, The, Rochester, N. Y.. 87 


Nettleton, A. E., Syracuse, N. Y......... 69 
Newcomb-Anderson Shoe Co., Rochester... 71 
Nu-Baby Shoe Co., E. Lynn, Mass........ 71 
Nunn-Bush & Weldon Shoe Co., Milwau- 
OG) TG xen sR.batnnnedemeadsmensceseeed 6-7 
Olenick, I., New York City............... 93 
Packard, M. A., Co., Brockton, Mass..... 69 
Phillips-Cram Corp., Haverhill, Mass...... 67 
Pincher, 3. Meow York Clg .ncccccscccces 70 
Ramsey, E. J., Co., Brooklyn, N. Y....... 30 


Red Wing Shoe Co., Red Wing, Minn 
Front Cover 


Pn Mi canencscenkshadteegeumamae 70 
Rice & Hutchins, Inc., Boston............ 32 
ED ND oss 660 dssceuwsdcdrcéas 90 
Salem Shoe Co., Salem, N. H............ 66 
Sargent, Donn D., Salem, Mass.......... 14 
Silver Shoe Co., Haverhill, Mass.......... 66 
GI, TIN obvi cc tensive cdsscuaess 82 
Smith, Wm. Sumner, Chicago............. 73 
Stacy-Adams Co., Brockton, Mass........ 69 


Stetson Shoe Co., So. Weymouth, Mass... 70 
Strohbeck, Chas. W., Inc., Brooklyn, N. Y. 68 


Tessier & Bowdoin, Haverhill, Mass...... 68 

Thompson Bros. Shoe Co., Brockton, 
BN, bc cccenccaseeccsescecocvesacaed 20, 69 

Thomson-Crooker Shoe Co., Boston....... 62 


Turner, J. S., Mfg. Co., Lowell, Mass.... 88 
United States Rubber Co., New York City.. 80 
Upham Bros. Shoe Co., Stoughton, Mass. . 5 
Weber Bros. Shoe Co., No. Adams, Mass.. 10 
Westcott-Whitmore Co., Syracuse, N. Y.. 66 
Whitman & Keith, Brockton, Mass........ 69 
Williams, Arthur A., Shoe Co., Holliston, 
BS: Gh ds bb cZddvdedsdeabetiedenasdokies 76 
Williams Clark Co., Lynn, Mass.......... 19 
Witherell, E. A. & M. C., Co., Haverhill, 
ME, ciantbrebddagnens seb aaddicheeeee-ar 
Wright, E. T., & Co., Ine., Rockland, 
ME, Bibb ccccceseeictidévecceccccncduca 
Te he GR Ga vinndes cedcedecassscussbsis 78 


67 


58 


FINDINGS AND SHOE STORE SUPPLIES 


Arrow Novelty Mfg. Co., New York...... 90 
Coultas Co., D. W., Providence, R. I...... 74 
Daynite Furniture Co., St. Louis, Mo..... 93 
Doty & Scrimgeour Sales Co., New York 
GE hte44504d64-0SR denen naeewenereaanes 72 
Dudley, D. T., & Co., Haverhill, Mass.... 90 
Beets Tie Gin BesBiRcccccccccccccesecs 75 
Ellis, W. E., Co., Haverhill, Mass........ 75 


Emery & Beers Co., Inc., New York City. 3 
Fashion Ornament Co., Brooklyn, N. Y.. 75 
Federal Arch Lift & Mfg. Co., Boston.... 24 
French Beading & Novelty Co., Phila., Pa. 31 


Hano, Phillip & Co., Holyoke, Mass....... 92 
Hecht Fixture Co., Chicago, Ill...........- 93 
Kahn, Edw. E., Co., Brooklyn, N. Y...... 7 
Martine, M. B., Co., New York City...... 74 
Millbradt Mfg. Co., St. Louis, Mo...... oo 


National Cash Register Co., Dayton, O... 60 

North & Judd Mfg. Co., New Britain, 
Ce. “caw awe ede ban ese inewesgce eases 5 

Onken, Oscar, Co., Cincinnati, O......... 93 


Parisian Beading Works Co., Phila., Pa.. 72 


Promisel, H. H., Boston..... Aenneeeeenses 88 
Rauh, S., & Co., New York City........... 27 
Siiverite Co. The, Bostem......cccccccces 75 
Tweedie Boot Top Co., St. Louis, Mo., 
2d Cover 
Vanity Novelty Works, The, Brooklyn, 
ae ED OE One EE EE EY er 74 
Whatcher, Frank W., Co., Boston.......... 54 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 


Brockton Rand Co., Brockton, Mass...... 21 
Elliett Mach. Ce., Boston..............00. 10 
Griffin Mfg. Co., Inc., New York City.... 84 
Lagomarsino, P. J., & Co., Phila., Pa.... 74 


Littlefield Heel Co., Amesbury, Mass..... 75 
Meyer, J. C., Thread Co., Lowell, Mass... 72 
Solvol Products Corp., Chicago, Ill........ 86 
United Fast Color Eyelet Co., Boston..... 89 
United Shoe Machinery Corp., Boston..16, 64 
Wiechman Patterm Co., Cincinnati, O..... 74 


LEATHER AND OTHER MATERIALS 


American Oak Leather Co., Cincinnati, 


MER. dtd Adibbmorss hh ngnkba conse kee 77 
Barnet, J. S., Co., Boston.........c0se0- 25 
Beggs & Cobb, Inc., Boston.............. 72 
Chamberlain, B. F., Boston............... 72 
Creese & Cook Co., Boston............. 56, 72 
Farnsworth, Hoyt Co., Boston............ 4 
Green & Hickey Leather Co., Boston...... 12 
Hunt-Rankin Leather Co., Boston........ 90 
Ee Ti Fe is, Re ise cKccesdcicnsce 72 
Kistler, Lesh & Coa., Boston. .......:0.00 88 
Laing-Hanan & Chamberlin................ 28 
Levor, G., & Co., Inc., Gloversville, N. Y.. 18 
Tanners Cut Sole Co., Boston............ 88 

MISCELLANEOUS 
Atlantic Printing Co., Boston............. 73 
Brooklyn Purchasing Syndicate, Brooklyn, 

MBG Da! (sh: dt kame cin ineawabasaebes ncicceces 93 
Calderwood & Preg, Inc., Boston......... 76 
Cantor & Wolpert Co., Boston............ 93 
D’Avesne Translation Bureau, Boston..... 88 
Glauberg & Co., New York City.......... 93 
Hooper Printing Co., Boston............. 73 
ee ee ae 64 
Kalter Cerf. Mere. Co., Max, New York 

CINE. 5:0 0:0: bd wtb eddeccutedse:s Tlie miheee 93 
New York Export Purchasing Corpora- 

FER TOP Ganon cncnccvccsccece 93 
Philip Hano & Co., New York............. 86 
Sis. a. ee Si ccs o-kreeiicenccss 73 
Tolman Print, Brockton, Mass............ 73 
University Electrotype Foundry, Cam- 

OR, MOS nc csc cccdcsteicdecccceccce 73 
Van Praag Co., New York City.......... 93 
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MEN’S WHITE CANVAS 


Ready to Ship! 


Stock No. X 975 
Men’s White Sea Island Oxford, Good- 
year Welt, White Ivory Sole and Heel, 
College Last. Sizes 6 to 11; 5 Wide. 


Price $2.85 


Stock No. X 976 
Men’s White Canvas Oxford, Good- 
10; 5 Wide. 
Price $2.00 





Here’s a hot 
weather propo- 
sition that every 
retail shoe mer- 
chant will do well 
to consider. Vaca- 
tion days are here 
—and vacation 
times suggest 
white shoes. Be 
prepared for the 
demand, for these 
are the sure-to-sell 
styles. Use the 
coupon at bottom 
of page for quick 
action. 











year Welt, College Last. Sizes 6 to 


Stock No. X 977 


Men’s White Sea Island Oxford, Good- 
year Welt, College Last. Sizes 5 to 11; 


Widths 4 and 5, 
Price $2.50 


Stock No. X 985 


Men’s White Canvas Blucher, McKay 
Sewed, White Rubber Sole and Heel. 


Sizes 6 to 11; 5 Wide. 
Price $1.25 





Use the Coupon Today 





“ay 


| Parker, Holmes & Company .”,*°+*.° 
| | “The House That Helps” A vd “2 
BOSTON, MASS. 








York, N. Y. Entered as second ¢ 








Vol. 79, No. 18. Published every week by the Boot and Shoe Recorder Publishing Company, 239 West 39th Street, New 
lass matter April 23, 1921, at the Post Office at New York, N. Y., under the Act of 


Congress of March 3, 1879. Subscription price $5.00 a year. 









BOOT AND SHOE RECORDER July 23, 1921 


ECONOMY 


In a shoe, where certain parts are invisible, the poorest, most 
unwarranted kind of economy may be hidden. This brings 
temporary saving in production costs, but eventually boosts 
selling costs—for customer-dissatisfaction must be included 


under the head of selling costs. 


















Customer-satisfaction, on the other hand, goes down under 
profit. You would choose to please your patrons, of course. 









Here in the Harrisburg Shoe Mfg. Co., we practice economy, 
beneficial economy; the kind that speeds up turnover for 
retail merchants, pleases the purses of customers, and en- 
ables us to set forth a worthy product. Our kind of economy 
consists of scrupulously seeing that the best materials pro- 
, curable go into Harrisburg Shoes. We find that, in the long 
run, this vigilance pays in real money. 








Write us about your particular problem of turnover or siz- 
ing, and we will gladly recommend an economical assort- 


ment of Harrisburg Shoes. 






Che Harrisburg Shoe Mig. Co. 


of Harrisburg, Pa. 
WOMEN'S SHOES MISSES SHOES CHILDRENS SHOES 
OF VALUE 












lana 
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AS USED BY me SHOEMAKERS 


The Shoe and Leather Lexicon, published by a 
leading business paper, defines Shrewsbury 
Calf as “a proprietary name for a fine quality 
upper leather.” Its evident quality and char- 
acter have made it the preferred leather among 
manufacturers and retailers, whose pride in 
their business is reflected in the quality of up- 


per leather stock used in their shoes. 





The NATURAL color of Shrewsbury 
BARK TANNAGE shows through the 


perforations. 








a 
i tele en 


— Samples of our new and distinctive 
Shown by “SHREWSBURY SKANDINAVIAN 


ace ss GRAIN CALF,” in black and colors, 





A sport shoe of Shrewsbury Grain Calf Scotch, on request. 


No. 139 











Be sure and specify Green & Hickey Leather when ordering shoes. 








ESTABLISHED 1782 INCORPORATED 1900 


NOTA in MOI 


GREEN @HICKEY LEATHERCO 






le (eathersWhich Are Unequalled 
I5 pment STREET, BOSTON 


TANNERIES~ SHREWSBURY AND WINCHENDON, MASS. 
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Business-Compellers for the Vacation Trade 








| 
| 
| 





TRADE MARK 








The vacation season is at 
its height. Parents are 
pouring into the country 
and to the beach. And 
the little ones go too, of 
course. 


Thousands of dollars will 
be spent to shoe the little 
folk—right in your com- 














McKay 








| 
| 
| 


munity. GAOO-AIM, ho Bids sins. ccenceaea $2.35 
A eS ee ieee rer 2.10 

The 3 W’s Lenox Shoes Pe A i TR 1.85 

shown on this page are Patent Leather Mary Jane— 

Turn 

ready to help you _ get En en OED $1.60 

those dollars. They’re all ee eee 1.40 

in stock. 










Instep Strap, Patent Leather— 





Turn 
ee ee $1.75 
teh GP Diode des sevcscesaes 1.50 

Roman Sandal, Patent 7O31—1 to 5 

Leather—Tura Instep Strap, Patent Leather— 

Gm cc ccccccvsvccccecves $2.25 MeKay 
Se. Penstwnesss~Spaasene 1.90 ee Eee $2.50 
G1G1—S8% to 11......-.+2---eee 2.25 
eT 2.00 


MANUFACTURERS 
35 South Second St., Philadelphia 


Weimer, Wright & Watkins Co. 
J 








Fi li tcostowe 
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He never worries nor frets, 
He’s so comfy he has no regrets, 
I'll bet my last dollar, 
My shirt and my collar, 
It’s our Romeos now that he gets. i 














HERE has been such a great demand 
fies a good quality of men’s slippers 

that we have recently added them to 
our well known line of women’s comfort 
shoes. 


A number of months have been spent in 
experimenting to obtain lasts of proper 
fitting qualities and neat appearance. -We 
are now ready to offer these slippers to 
the retailer. Those who know the Merrill- 
Porter product are already ordering by 
mail. 


Send for catalog of complete line of com- 
fort shoes and men’s slippers carried in 
stock. 





Style No. 817 


Havana Brown Kid Everett. Wide 
and comfortable last, leather lined 
quarter and sock lining. In stock 
FF 6/12. Price, $2.65. 





Style No. 816 


Havana Brown Kid Opera. 
Shapely last of excellent fitting 
qualities, leather lined through- 
out. In stock M and F 6/12. 
Price, $2.65. 





Style No. 815 


Havana Brown Kid Romeo. A 
snug fitting and flexible slipper, 
leather lined throughout. In 
stock M and F 6/12. Price, 
$2.65. 


MERRILL, PORTER & CO. 


113 Munroe Street, Lynn, Mass. 
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ir D° not delude your- ° , 

th qt self into thinking as P lOHS 

rs '\) that it’s sufficient to : 

! | say ‘make that style in avorile | 
kid?” | eather ; 


SAAR RR ot 


ER RR ce 






































Say SCHERER’S and 
ence and experiment 
which we have spent 
on SCHERER'’S kid | 
Insist on SCHERER’S. / eo) el, | 
: . 

Our Most Demanded Co ors vi 4 

SEA GULL GREY No. 23 I 

MIDNIGHT BLUE No. 14 

BELGIAN BLUE No. 21 

BOOZIE BLUE No. 38 

HAVANA BROWN No. 10 

LIGHT BROWN No. 8 

CHAMPAGNE No. 18 
TERRA COTTA No. 3 
BRONZE No. 34 


you ll get shoes that . 
wear a quality badge. 
All the years of experi- 
make a real difference. 
MAPLE BROWN No. 12 
BEAUTY BROWN No. 5 
_ WINE No. 6 








Sr. 9 








Oscar Scherer & Bro., /nc. 


29 SPRUCE STREET, N. Y. 
FACTORY, NEWARK, N. J. “Makes Better Shoes 


Originators of and Leaders in Fancy Colored Kid Still Better” 
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“Decidedly Thompson’ 


Famous Golf Shoes—A New Last—In Stock. 


It’s a wonderful fitter. 


S-658. Code Word, Drives. 
Gallun’s No. 3 Norwegian 
Grain Bal. Suction Sole and 
Heel. 

Price $7.50 


S-670. Code Word, Niblick. 
Gallun’s No. 3 Norwegian 
Grain Oxford. Suction Sole 
and Heel. 

Price $7.00 


My 


“ts 


‘ 


Myer, 


Send for Stock Style Catalogue. Seventeen 
Men’s and Women’s Models illustrated 


Address all communications to Brockton (Campello), Mass. 


oe BROS .SHOE (0 


FINE SHOEMAKERS 


BROCKTON 


MASS. 
U.S-A 


CHICAGO 


NEW YORK BOSTON 
35 Dearborn Street 


930 Marbridge Building 207 Essex Street 











ii 
i 
i 
! 
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WEILDA CALF 


9 












In 
Combination with 
BLACK DIAMOND 
Patent Leather 





In 
Combination 
with Black and Colored ‘amt 
GUN METAL CALF YO AS S8S PAT OFF 








$Me? be EE NC IS Yo 2} CS HHO IE 


uae 
oe 
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“ 
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Rich Shoe Style Effects 


E huins range of pleasing contrasting effects 
made possible by the 10 Weilda colors be- 
sides black and white*is practically limitless. 


Aside from this, WEILDA CALF itself has a 


quiet elegance for which there is no substitute. 






BR § HH en) He =< = 





-- 
— 


St. PHS + DHE He 4 


~ 








“TT awrence Leathers Are Reliable Leathers’”’ 
Fe ho ho ES, Te DP ae ean oe oe Ee eee Bee OB oF tans a oe 






f a 
A | 
i hi 
. «AG Lawrence LeatherCompany : 
lM 161 South Street ,Boston.Mass._. + 
ye NEW YORK - CHICAGO - ROCHESTER fy 
A PHILADELPHIA A 
A CINCINNATI A 
‘ MILWAUKEE - ST.LOUIS 
AN A 
ae @ 





=: 3++ 
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Priscilla Oxford, Gray Buck with Colt Trimmings 


Upham Bros. Shoe Company, Stoughton, Mass. 
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Last 89. Sport Ox- 
ford with Orange 
stitching. 


Four Weeks Delivery 


There is only one Val Duttenhofer Sons 
Company, and we are the makers of one 
of the finest and most flexible welt lines 
of women’s shoes in America. 


Our product is endorsed by the most 
prominent retailers of the trade. 


We are also prepared to meet your de- 
mands for turns and McKays. 


The Val Duttenhofer Sons Company 
CINCINNATI, O. 
ESTABLISHED 1888 


July 23, 1921 
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Shoes of Value—Rightly Priced 


“Price Shoes”’ ‘of Questionable 


Value 


Which of These Offers Your Business 
Building Answer of Today? 


“SHOES OF VALUE RIGHTLY “PRICE SHOES” will seriously 
PRICED,” will build permanent impair your prospects for con- 
customer confidence. tinued business. 





The Milford Line is built upon the policy of 
“SHOES OF VALUE—RIGHTLY PRICED” 





OUR VALUES offer shoes OUR PRICES allow you to 
of real style, real quality, profitably place calf and kid 


constructed from none other shoes on the feet of the shoe- 
than leading lines of upper wearing public at _ right 
and sole leather and Al ma- prices— 

terials. $6.00 to $7.00 


Wise Merchandisers Will Not Delay 
Their Fall Buying. 


MILFORD SHOE COMPANY 
Factory—Milford, Mass. 


SALESROOMS 


36 Lincoln St., Boston, Mass. 443 Marbridge Bldg., New York City 
























































Sample No. 1162 


Lawrences No. 19 Calf— 
Square Wing Tip Bal. 10 
Iron Selected Oak Bot- 
tom. 6 Iron Solid Oak 
Innersole. Fine Twill 
Lining. Brass Eyelets. 
Wingfoot Heel with Solid 
Leather Base. 


11 
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(>= occasional messages in this space 
to the retail trade, urging the judi- 
cious advance ordering of Fall goods, plus 
the word-of-mouth advice given to dealers 
by our representatives, have borne fruit. 

As a result, Lynn’s production of Wo- 
men’s and Children’s Shoes and Men’s 
Slippers has maintained a steady and 
growing volume that, considering all 
things, is very satisfactory. 

It is not surprising, however, that we 
feel the necessity of pointing out to pro- 
crastinating buyers here and there the 
business danger of indefinite postpone- 
ment of order-placing. 

A policy of judiciousness in ordering, 
both as to quantity and as to time of send- 





ALLEN, GOLLER, LEIGHTON Co. BARTLETT-SOMERS Co. 


COTTER SHOE Co. 
GREGORY & READ Co. 


BURDETT SHOE Co. 
A. FISHER & SON 


: Da Wen 
ENNESSEY 
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P. J. HARNEY SHOE Co. 











ee Fs le 
HARNEY \|§ 
SHOE CO. \f 


ing in the orders, is admittedly sound; but 
we do not wish any customers of Lynn- 
made shoes to suffer stock shortages in 
September and October through delays 
now in specifying their requirements. 

As always, the delivery facilities of the 
Lynn makers are and have to be flexible. 
Their past record for this is creditable, 
and it will continue. 

But, no matter how unusual the business 
conditions may be, reasonable promptness 
in forwarding orders to shoe manufactur- 
ers carries tangible advantages to the 
buyers. 

We want the distributors of Lynn-made 
shoes to make money. 
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HENNESSEY, MAXWELL & HENNESSEY 
G. W. HERRICK SHOE Co. _ T. J. KiELY & COMPANY 
WATSON SHOE COMPANY WILLIAMS, CLARK & Co. 
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Norwegian 
Veals 


One of Gallun’s specialty leath- 
ers—a heavy, rugged, high- 
grade leather that is the first 
choice of high-grade manufac- 
turers for the popular brogue 
shoe. Norwegian Veals are 
suitable for both men’s and 
women’s shoes and are pro- 
duced in two colors and black. 


VIKING 
CALF 


A strong grained mellow calf- 
skin that is moisture-repellent. 
This leather does not peel or 
chip and is especially adapted 
for a high-grade shoe. Viking 
Calf is favorably known and 
universally used by discrimi- 
nating shoe manufacturers. It 
takes a brilliant polish and is 
offered for the coming season 





in five colors and black. 
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GALLUN QUALITY 


Four Staunch Leathers 
Favorably Known and Universally Used 


A. F. GALLUN & SONS CO. 


MILWAUKEE, WISCONSIN 


A. F. GALLUN & SONS, INC. 


H. A. ELY, Manager. 11 EAST ST., BOSTON, MASS. 


TTTTTUTTUTTUMUHTOPIOTT SUT TUCTT CUA UTT CGT UU MT UGUI PEAT OTOP CULT UHL LIGIPELeG Pec eLH Cer eeE Ree DoL 


tt oN 








TUT 





Mandarin 


Sides 


A chrome tanned side leather 
made in glazed and boarded 
finish and offered in two colors. 
Mandarin Sides are strikingly 
attractive and of the highest 
integrity. They are designed 
to meet the call for fine shoes 
that can be sold at prices de- 
manded by the great majority. 


AZTEC 
CALF 


is recognized the world over as 
the standard of excellence for 
Spring and Summer shoes for 
men, women and _ children. 
Pliable and strong, this leather 
is pleasing to the eye and com- 
fortable on the feet. Aztec 
Calf will be offered in the com- 
ing season’s fashionable shades. 
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Our trade mark as well 
as our shoes are being 


“1 -Must Be Sure 


my rest and comfort. And the 


that they 
with my frocks and things. { 
won't ever feel disturbed about they will 
Tom surprising me in Comtys.” good 

Women are tired of wearing the of wear. 
ordinary shapeless kind of felt 


hide their feet when people come 
im une . 


Perhaps you don't realize what 
a wonderful you have in 
Daniel Green Comfys, with 





to Take Aly Comfys” 


HERE will be a hundred their dainty fabrics and charm- 
chances to use them when ing color effects in satins, bro- 

they will mean so much to cades and poplins. 
They are “lazy-hour” slippers 
wonderful thing about them is that not only have trimness of 
harmonize so weil fit and smirt custom-made ap- 
pearance, but are so built that 
keep their and 
is after many months 


Once you have worn Daniel 
slippers that make them want to Green Comfy slippers, you will 

never again 
‘That's why so cheap felt slipper that soon loses 
ts ind 


cuse is its lower price.—Daniel 
Green Felt Se 
Dolgeville, N. Y. 
Office: 116 East 13th Street. 


Shoe Co 


Daniel Green 








Our advertising is not 
confined to any one sea- 
son, but appears continu- 
ously in full pages 
throughout the year, cre- 
ating demand for our 
dealers at every season. 
We show herewith our 
latest full page in the 
June issue of the Ladies’ 
Home Journal, reaching 
over 2,000,000 homes. 













satis! with a 


only ex- 


ompany, 
New York 





















“Are You Missing ‘Comfy’ 
Sales for Summer Travel?” 


Soft, seductive boudoir slippers that prac- 
tically sell themselves through their style and 


Now and then we meet a dealer who still 
thinks of “Comfy” slippers as a one-season 
business. Because of the big fall demand he 
overlooks the sales that can be made in sum- 
mer and early fall. Vacation time is “Comfy” 
time with thousands of people. 

Not only is our advertising working for our 
dealers all the year round, but the slippers 
themselves, many of them especially designed 
for vacation time, make a wonderfully strong 
appeal to women for summer wear. 


beauty. Attractive and comfortable slippers 
for the entire family. Give Daniel Green 
Comfys a chance to sell themselves to your 
customers, and you will forget that old super- 
stition that they are a “one-season”’ line. 

Investigate our “In Stock Service.” Write 
for our catalog of In Stock “Comfys” and 
Satins. Be sure you get the genuine “Comfys.” 


DANIEL GREEN FELT SHOE COMPANY 


GENERAL OFFICES: DOLGEVILLE, N. Y. 
New York Sales Room, 116 East 13th Street. 


Daniel Green 


Comfy 


Slippers 
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MEMBERS OF 
hoe Manufacturers’ Board of Trade 
of NEW YORK, Inc. 


HW 






















JULIUS ALTSCHUL F. S. KAUDER SHOE CO. 
220 Varet Street 10 Leo Place 
BROOKLYN BROOKLYN 
AMERICAN SHOE CO. KOZAK & McLOUGHLIN 
166 Livingston Street 14th Street & Governor Place 
BROOKLYN LONG ISLAND CITY 
GEORGE W. BAKER SHOE CoO. J. J. LATTEMANN SHOE 
343 Classon Avenue MFG. CO. 
BROOKLYN St. Edwards Place 
Cc. A. B. SHOE CO. BROOKLYN 
641 Lexington Avenue MAETRICH EYRE & CO. 
BROOKLYN 242 Greene Avenue 
COHEN & FRANK CO. BROOKL EN 
756 Stone Avenue I. MILLER & SONS, INC. 
BROOKLYN 1 Carlton Avenue 
J. & T. COUSINS BROOKLYN 
369 DeKalb Avenue MORSE & BURT CO. 
BROOKLYN 1 Carlton Avenue 
JOHN CRAMER & SON BROOKLYN 
199 Steuben Street PINCUS & TOBIAS 
BROOKLYN 17 Lexington Avenue 
D. H. CHANDLER SHOE CO. BROOKLYN 
166 Livingston Street PARISIAN SHOE CoO. 
BROOKLYN 226 Varet Street 
—" i.e PERFECT SHOE CO 
ar venue 4 
BROOKLYN 2941 Atlantic Avenue 
DEGEN LIPP, INC. BROOKLYN 
133 Floyd Street DR. A. POSNER SHOES, INC. 
BROOKLYN 141 Roebling Street 
“i — ROGERS a DAV Is 
40 Broadway y 
BROOKLYN 1615 East N. Y. Avenue 
A, GARSIDE & SON BROOKLYN 
Webster & 7th Avenues STRASSBURGER-STILES 
LONG ISLAND CITY 99 Myrtle Avenue 
GRIFFIN WHITE Co. a 
DeKalb & Grand Avenue CEA, Yee INC. 
BROOKLYN ree 
JULIUS GROSSMAN, INC. wa gga a 
372 DeKalb Avenue VOGEL-MILLER 
Wn , BROOKLYN 4th a oa Street 
{} —¥ Z WM. HENNE & CoO., INC. S. WATERBURY & SON 
i} 957 Kent Avenue 232 Th x 
t J Yy ; Se BROOKLYN 
He aes R. H. HOSKINS CO, S. WEIL & CO. 
YY} 39 6th Street 379 DeKalb Avenue 
: Jf 4 LONG ISLAND CITY BROOKLYN 
\| if Shy HORN SHOE CO. ALGIER SHOE CO. 
i 145 Roebling Street 125 Broadway 
BROOKLYN BROOKLYN 
ened } | " | i 
SSS corer _—_ UME UPN _ TUDO 
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R EACHING out into the far and near places where 

creative style in women’s shoes is recognized 
and merchandised, Brooklyn-made footwear ranks 
supreme. 

It represents the unremitting effort of Brooklyn 
makers to keep the clothing of women’s feet on the high 
scale of thoughtful painstaking excellence that has al- 
ways characterized the better fashions in all other fea- 
tures of women’s dress. 

So long as artistic costuming continues to hold its 
legitimate place in women’s thoughts and activities just 
so long will Brooklyn-made shoes persist in setting the 
high mark for fine quality and fine design. 


Buy Your Shoes from the Members of the 


Shoe Manufacturers’ Board of Trade 
of NEW YORK, Inc. 








aos yA 
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The public appreciate 
materials far more today 
than ever. They like to 
be told by name the 
materials used in their 
garments—-particularly 
the leather that’s in their 


When you say “‘and it’s 
made of VICI KID” 


you are talking in terms 
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that most people know 
dm =o 


| also add selling force to VICI KID 
|  yourstatement if you tell 
| your customers that the There Never Has Been 
_ same firm which origi- 
nated VICI KID 30 Any Other 


years ago is still its sole 


‘manufacturer. | 
Robert H. F oerderer, Inc. 


Sole Producers of Vici Kid 
Philadelphia Pennsylvania 
























































































































































July 23, 1921 





































































































| 





OM 


ih 



















































































































































































Nill 


Wt} 






















































































































































































































































































INDIVIDUALITY 


freOR Fall Lindner offers 


the same individuality 
characteristic of other sea- 


sons. 


Patterns that. are pleasing 
women everywhere have 
been interpreted by Lindner 
in a way which will speed 


up turnover for you. 


A representative from our 
Boston, New York, Philadel- 
phia or Los Angeles offices 
will gladly call. 


Lindner Shoe Company 
Carlisle, Pa. 
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More New 
Oxfords 
for Fall 


pes nee 
ete igs 
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No. 257 


New Bates Brogue 
pattern with fibre 
mid-sole 
and stitched heel 













ee me 

ay W Meicmnenainane building such handsome Oxfords as this, in Cor- 
dovan and Scotch Grain, we have jumped to a distinct leader- 

le ship in men’s dependable footwear. 


He The times demanded individual ideas in men’s shoes. Dealers 

Hp seeking sales stimulus likewise demanded them. The Bates Com- 
i i} = pany saw the important mutual advantages of building them—and 9% 
| He has done it. ts 
i ) These Oxfords, correct for Fall, are made in the popular shades of 
fui of Cordovan, in the best quality of domestic Scotch Grain, with 4 
#3, | extension heels and fibre mid-soles. ae 
: All of them are constructed on the Bates principle of highest : ; 

: value at moderate price. Prompt ordering is extremely desirable. %%& 
eb 

ait 

a 

Msi 

A. J. BATES COMPANY u 

WEBSTER, MASSACHUSETTS i | 
pall 


pamecncen 
oR AREAS ey SO eR CBhintse 
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See Ne ee en eee rnc cs og hg eg PEI , 
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value. 


—profitably. 








With men who pay from $5.00 to $9.00 for their shoes, quality 
is the first consideration. 
While accustomed to paying such prices, they expect full 


Weber Union Made Shoes are calculated to retain this trade 


WEBER BROS. SHOE CoO. 


NO. ADAMS, MASS. 
UY see vert ore: tan arnt a 


New York Office: 1328 Broadway, Marbridge Bldg. H. Harris, Rep. | 
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Griffin suede Powder 
In the pad bottom tin. Oleans 
and’ réstores color and surface in- 

. e pad is absolutely 
effective. In white, chamois, 
fawn, field mouse, gray fawn. 
champagne, ivory, light, medium. 
Gark and gray castor, light olive. 
seal and nigger brown, light. 
medium and dark gray, black. 

$20.20 Gross, $1.85 Dos. 





Grifin White Kidine 


For all white kid shoes. A per- 
fect white cleaner that gives a 


kid glove finish, 


Small (15c.) Size, $15.60 Gross, 
$1.85 Dos. 

Large (25c.) Size. $21.60 Gross. 
$1.90 Dos. 





Griffin Lotion Cream 
In white, black, light tan, 
Havana brows, dark brown, light 
gray and dark gray. Cleans, 
softens and polishes all kid 
leather. Contains no injurious 
acids. It is to the leather what 
cold cream is to the skin. 

3 os, Sise, $21.60 Gross, 

$2.00 Dos. 





The Right Shoe Dressings i 


for Spring 


; 
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Griffin Peuerwhite 
Cleaner 
For all white shoes except kid. 
A thorough cleaner, not a white- 
wash. 
8% oz Folding Top Carton— 
$18.00 Gross, 41.55 Dos. 
5 oz. Size, Neck Box— 
$21.60 Gross, $1.90 Dos. 


There are no better or better known dressings for all kinds of white shoes than Griffin. 


GRIFFIN MANUFACTURING CO., Inc. 
7-69 MURRAY STREET 


NEW YORK, U. S.A. 
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Just a Suggestion 


“ Onyx” 


full-fashioned white lisle mercerized hose are 
summery looking, smart and durable. They 
find instant favor with the vacation trade for 


sports wear. 


Emery 6 Beers Company, inc 


Sole Owners and Wholesale Distributors of “Onyx.” 


Broadway at 24th Street New York 
Branch Offices: 
Chicago Boston Buffalo Philadelphia San Francisco 
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Shoes exhibited at all Summer Style Shows fea- 
tured Levor Leathers. 


For still stronger proof of dependability, ask 
your neighbor. 
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Our Turn Novelties Are 


the Season’s Best Sellers 
Ready for Immediate Delivery 


Orders daily received are shipped at once 
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THE TESSIE 


A Style They All Want 


No. 2206—Black Kid perforated 
one strap, Junior Louis Heel. 


Widths A to C. 
FOR IMMEDIATE DELIVERY 





PRICE $5.75 





d 


Snappy Service—that’s our 
middle name. No waiting— 
you’re next. Quick sellers 
—nothing else in our Floor 
Stock. Customers build big 
business and secure substan- 
stantial retail profits. The 





No. 129—Black Kid C. S. One Strap, 


Perforated Strap and Quarter, Junior : rT ” 
Louis Heel No. 50 Last. AA, 4-8; minute you get H. & E. 
A, 3-8; B, 3-8; C, 2-8. shoes in your store, they say: 
Immediate Delivery. “Let’s Go!” , 
ets GO! 
PRICE $5.50 





HOPKINS & ELLIS 


HAVERHILL, MASS. 


BOSTON OFFICE: 108 LINCOLN STREET 
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For every purpose and every occasion, for street, sport 
and work, there is the authentic Cordo-Hyde lace. 


| The willingness of certain manufacturers to use ; 
| Cordo-Hyde laces prompts us to suggest that you ask - 
l that this worthwhile lace be put in the shoes you order. 


Cordo-Hyde outwears by months or- 
dinary laces, stays tied and never 
looks shabby. 


LACE DIVISION 


O. A. MILLER TREEING MACHINE CO. 
BROCKTON, MASSACHUSETTS 
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One of our latest- 


novelties— 
A worthy member of the E & M Line of 


Quality, “Anita” patent turn, two-strap 
on our new 83 last 334 inch vamp. 16/8 
finished full Louis heel. 


Our new lasts are the talk 
of the Trade. See the “E. & 
M.” Line for Fall. 





WOMAN’S TURN ONE 
STRAP 


WOMAN’S TURN BOW 
PUMP 
Made in our Kingston factory 


Made in our Kingston factory 





Emery & Marshall Co. 
Haverhill, Mass. 


WARREN H. TUCKER 


CHARLES L. MARKS In New England 
pcg Gir am J. B. LAUGHLIN Office at 183 Essex St., Boston 
New York Throughout the Middle West LARRIE H. SASS 

1008 Marbridge Building On the Pacific Coast 
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No. 4510—KID SANDAL, medium 
toe, uo box, 9/8 Rubber He.00 


Sf No. 201—KID OXFORD, Gray MR Piao: eceéanstsaneet 
ft] Quarter and Sock Lining, 12/8 Cat’s- IN ~ { OCK 
og Paw Rubber Heel, A to E, 20, Last. 


No. 206—Same as above, in lower 
MOOR. | dataedsinecseveccases $2.60 These are but four numbers of 


our twenty-six, in stock styles. 
Each is of that dependable ma- 
terial and construction which 
makes Gardiner’s Quality Com- 
forts standards in comfort foot- 
wear. The liberal assortment 
of high and low cuts is worthy 
of your consideration. 














HTH 


eescccscnees 
4 
sdsssssssssccsscusseans 


tj 
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S338883 







Ask a Gardiner salesman. 


H. K. GARDINER CO. 


Please Address All Mail to the Factory 













at Lynn No. 456—KID, Stock Tip, 7 inch 
Factory: 680 Washington St., Polish, Medium Toe, 9/8 Rubber 
Lynn, Mass. Heel, D, B and EB, 45 Last. $3.25 

No. 404—KID, Seamless Polish, 0. 465—Same as above, excep 
10/8 Rubber Heel, C to B, 40 Last: Boston Sample Room: 134 Lincoln has Plain Toe, % Rubber Heel, D, 
$3.50 Street B and EB, 46 Last......... $3.25 





Thisis No. 1141 
Made in sizes 


| %-%2-%-%-1 In. 
















Women Respond Easily 
To Style Appeal, But 
Men Must be Shown. 










“ANCHOR BRAND” BUCKLES 
BREAK DOWN ALL PREJUDICE 




















Commonplace arguments will not persuade 
men to abandon their conventional footwear in 
favor of more stylish modes. 

Buckles are seen first, hence good judgement 
should be used in their selection by shoe man- 
ufacturers, thereby adding momentum to the 
campaign for making men’s shoes attractive and 
pleasing to the eye as well as the feet. To 
purchase buckles carelessly is to handicap deal- 
ers who distribute footwear. 


We manufacture an extensive line of buck- 
les for men’s shoes at attractive prices. They 
are made in latest designs, standard sizes and 
finishes, and sold by leading jobbers throughout 
United States and Canada. 

Upon request samples with prices will be 
mailed without charge, and we shall welcome 
the opportunity of serving you. 


NORTH & JUDD 
MANUFACTURING CO. 
NEW BRITAIN, CONNECTICUT. 
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DECIDEDLY BROCKTON SHOES 


MR. RETAILER: If you want snappy, live numbers for Fall, see our 
Fall line, and compare our prices with those of other manufacturers. 


“OUR KORN KILLER” 


We can furnish many testimonials, which have 
come without solicitation, of the comfort these 
shoes are giving to men who are constantly on their 










feet. 


Heavy leather heel support keeps foot in place, and 
allows the weight of body to be distributed where 
nature intended it, rather than crowding the toes 
into the fore part of the shoe and resulting in corns 


and sore toes. 





We make this shoe of heavy water proof construction, also of light, flexible leather in 


Calf, Brown and Black Vici, made in all combination sizes, AAA-B to EE wide. Car- 
ried IN-STOCK. 

Try a sample order of KORN KILLER shoes. If they do not do all that we claim for 
them, we will gladly return your money. Once a man buys a pair, he is your customer 


for life. 


BROCKTON SHOE MFG. COMPANY, Inc. 


BROCKTON (Campello Station), MASS. 


Boston Office, 117 Lincoln St. Detroit Office, 213 Bowles Bldg. Philadelphia Office, 411 Forrest Bldg. 
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The Perfected Curative Shoes For Women 


La France ““REST CURE” shoes are an established success with most 


of our many agencies. 


E have been making 

them in _. steadily 
greater volume for over a 
dozen years. In fact, we 
have never been able to 
make enough. 


Now in our great new fac- 
tory we can make more of 
them. 


La France Flexible Welts 
are too well known to re- 
quire extended description 
here. In REST CURE 
Shoes we combine with our 
very flexible soles a particu- 
larly snug fitting arch and a 
movable stiff shank, which 
latter can be adjusted to the 








Carried in Stock 


Boots and Oxfords 


Finest 
Black or Brown Kid 
AA to D Widths 


Choice of Two Lasts 
as illustrated below 


Further Information on Request 








position most comfortable 
to the wearer. 

No shoe we know of com- 
bines all these important 
features. 


In selling REST CURE 


Shoes you have behind you 


he nationally known LA 
“RANCE. name and all it 
méang to. the public in 
terms of years of quality 


_ production. - 


Meet ‘the steadily increasing 
demand for ‘curative com- 
fort shoes on styleful lasts 
by selling a shoe of proved 
success and _ authority. 


Write us today for samples 
and further information. 


Williams, Clark & Company 


Lynn 


Women’s Welt Shoes Exclusively 


183 Essex St., Boston 


Mass. 





L Brown or Black Kid. 








CURE Shoes are 
made in boots or ox- |i 
fords, as illustrated 
herewith. Choice of 
either toe. Finest 
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Along The 
ae Shore 


ay OUTH Shore Men’s Factories have 
4 long been noted for the ex- 
S| ceptional quality of their men’ S 
shoes. 


We are now manufacturing women’s shoes 
in our Men’s Rockland Factory and the same 
distinctive features of the Men’s South Shore 
shoe-making are characteristic of our new 
“Cameo” line for women. 


These are truly “gems among shoes.” 
They are different. Every line of these 
shoes compels attention. They will make 
new friends for your store. 





RICE & HUTCHINS, Inc. 


10 High St., Boston, U. S. A. 


CAMEO 


Gem 5 Yale 
Shoer 
<< 








~_ 






























